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Mosler’s 


Vesuvius 
Plugs 


used as standard equip- 
ment for 1915 on the 
% Pierce-Arrow and 
Thomas B. Jeffery 
Cars, also Case Cars. 


MANUFACTURED 
ONLY BY 


A. R. MOSLER & CO. 


| NEW YORK, N. Y. 


For sale at all leading dealers and 


jobbers. 
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o Sell 
your Advertising 


HE best advertisement 
we know is your name 
on the face of an Iron- 
clad Alarm. It gets a promi- 
nent position, right in your 
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customer’s home—it’s looked 
at dozens of times a day. It’s 
there to stay for Ironclads don’t 
knock out, they wear out. 


The profit on Ironclads makes it 
worth while to give them the best dis- 
play space you’ve got. Ironclads are 
frequent contributors to the cash 
drawer. 


A case of twenty-four gets your name 
on the dials and the big window dis- 
play assortment —five show cards, 
eighteen display cartons, and pictures 
showing how to set up trade pulling 
window displays. 


It takes three weeks from the time your or- 
der reaches us to get your name printed and 
the clocks ready for shipment—if you can’t 
wait for the printing we can ship at once. 

















Twenty-four clocks won’t be near enough; 
—just enough to show you how easy it is to 
sell your advertising on the Ironclad at a 


profit. Made by Westclox, La Salle, IMinois. 
Order direct or through your jobber. 


85c net each in broken lots. 
80c net each in case lots of 24 











: Every Mechanic 
re Needs One 


Here is a tool that must sell. It is 
indispensable to a mechanic. He can- 
not do fine work without one and there 
is no other tool thatcan be substituted. 
With the possible exception of a scale, 
a micrometer is the tool he uses most 
often. A great deal depends on its 
accuracy. Good mechanics, men of 
experience and sound judgment, know 
the qualities of 

























Brown & Sharpe 
Micrometer Calipers 


When they need a new micro- 
meter that is the one they call for. 


It means something to you to have 
a stock on hand when these men 
come to your store. Why turn 
profitable business elsewhere by 
being forced to say “Sorry, but we 
haven’t what youwant’’? If you 
are not carrying our tools you 
should write for our catalogue and get acquainted 
witha line that will sell to really desirable customers. 


If you do sell our tools better look your stock over. 
They sell readily, and it is well to be prepared for 
the constant demand. 


Remember—Wee Protect The Dealer 


Brown & Sharpe Mig. Co. 


Providence, Rhode Island 
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Are You Balancing 


Wrenches On 
’ Your Nose? 


HE dealer who gets into the wrench selling 

game half heartedly—who considers this 

side of his tool department more of an ac- 
commodation to his customers than a paying 
proposition, is balancing some mighty important 
items on his nose, so to speak. 



























He may carry them aloft for quite a while, but 
he won't perform forever. He can’t see where 
he is going, and when he at last drops the line he 
will lose with it some mighty important good will. 


“Coes” Knife 
Handle Wrench 


is one of the Coes line of never-fail nut- 
turners that ought to inspire you to install 
a full-fledged wrench department. It's 
a stocky little all-around wrench that can 
be relied upon in a pinch—especially for 
shop and house use. The ‘Knife 
Handle” consists of only ten whole solid 
simple parts. They give backbone in 
time of need. 
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Pat We feel that a trial order placed thru 
raises your jobber will make you resolve to quit 
“balancing wrenches on your nose.” 
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Coes Wrench Company 


Established 1841 in 
Worcester, Mass., U. S. A. 


A ents} J. C. McCarty & Co., 29 Murray St.,.New York 
gen's) John H. Graham & Co., 113 Chambers St., New York 
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Litho. Steel Counter Display Cabinet 
Showing Kyanize Colors on Wood 


Consumer \Advertising 
Interests the People 


Our convincing magazine and news- 
paper advertisements sell the Kyanize 
once—the quality in the cans brings 
them back for more. 


We sell to one dealer in each local- 
ity, then get behind him and push. 


Write for Exclusive Agency Proposition. Shows Clear Varnishes on Wéod 
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Your 
Paint Department 


Get the benefits of our new ten-move 
selling plan. It will bring new trade cus- 
tomers you never had before—not only Kvan- 
ize Customers, but trade in other lines. 

















This attractive 5 foot Shelf Cabinet 


Sole Make 


Kyanize Plesi Finish 


Spar Finish and White Enamel 





EVERETT STATION 
BOSTON MASS .U.S.A. 
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Energetic Buyers 


Placed 1211 Orders With 1913 Exhibitors 
Placed 1311 Orders With 1914 Exhibitors 


Our Methods Are Sound—Our Efforts Are Strong—We Get Results 


1913 and 1914 Exhibition Buying TOTALED OVER A QUAR- 
TER OF A MILLION DOLLARS. This statement is based on actual 
records giving names and amounts and filed in the Secretary's Office. 

Exhibition Buying with a powerful Organization behind it is the 
foundation on which this Hardware Association is building a highly 
efficient device, bringing together profitably the sources of supply 
and the channels of distribution. 

Our Exhibitions are Marts of Trade. Personal contact is the ARCHIMEDES 
LEVER which makes the Commercial World go round. 

Please accept this as an invitation that we want you to exhibit with us. 


Newark in the Metropolitan District in 1915 will witness the greatest attend- 


ance in our history. 


Address all communications to W. P. Lewis, Secy., Huntingdon, Pa. 
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CHATILLON 


ET all Americans boost those goods that can 
claim and prove Quality in addition to the fact 
that they are made at home. 


The name “Chatillon” on a scale has more 
than a sales significance. True, it means accuracy— 
permanent and reliable. Further, it. involves good 
profit for the Chatillon representative. Every actual 
claim is made possible by the spirited organization 
behind it—the facilities for handling special work— 
the reputation for 80 years of fair dealing. The 
accumulated experience of experts is the service 
we offer. May we send our catalogue? | 


JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 


85-93 Cliff St.. New York City 


SOLE DISTRIBUTORS OF FOSTER BROS. & CHATILLON CO. PRODUCTS 
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Sell Real Rope 
During 191 












Start Now 


sell your customers the rope 
that “‘makes good,” sell them 
remarkably strong, trustworthy 
Columbian. There are two kinds 
of rope— 


Columbian Rope 


—and others 


Columbian Rope possesses every good 
quality. It’s made of first quality, 
pure manila, and made just as you 
would make it yourself, were you 
able to make rope. Why should you 
be satisfied with others, when you 
can get Columbian ? 


If your jobber cannot supply you, 


write us. 













Columbian Rope Company 


1100-1125 Genesee Street, Auburn, N. Y. 
Branches: New York Chicago Boston 
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Cortland 
New York 


_ Wickwire 
Brothers 


‘ 
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: There’s more than one reason for the popularity and selling strength of Wickwire products, but 
= all of them can be traced back to the idea of giving the best value and highest quality possible. 

= We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
= etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Tho Mark That Guarantoos Quali 











The Mark That Helps In The Salo 





ees Instead of This, Why 
Not Adopt The 

Billings & Spencer 
Display Board ? 
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When your customer is in a hurry you 
can't get him out of your store too quickly— 
if you want to get him back again for more 
sales. 


Instead of keeping him waiting while you 
rummage around looking for the wrench he 
wants and you might have but you are not 
sure, why not adopt the modern and conve- 
nient, in fact, the only sensible way of stock- 
ing your wrenches? 


The Billings & Spencer Display Board is 
one of the best selling ideas yet devised. 


It keeps your stock on display, suggests to 
the customer that he needs a wrench. It 
keeps your stock at your finger tips. No hunt- 
ing around pulling out one big heavy drawer 
after another. It tells you when your stock 
is getting low. It is at once a sales force, an 
advertising force ‘and an efficient method 
of storing your wrenches. 


r 













This display board is sent to 
you without cost in order that 
you may do a bigger busi- 


ness in Billings & Spen- The 
cer tools. Let us give Billings 
you details. & Spencer 

Co., Hartford, 


Conn. 

Please send further 
information regarding 
your Display Board 
Proposition. 
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The Billings & Spencer Company 


Hartford, Conn. 
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Talking Points for Salesmen of 
ITnmo Pipe Wrenches 


< 


The Trimo Pipe Wrench is 
made with wood handles in 4 


sizes, 6’, 8”, 10”, 14”. 


In steel handles the Trimo Pipe 
Wrench is made in all sizes, 6” 
to 36” inclusive. 














All Trimo Pipe Wrench parts 
are interchangeable. 






The inserted jaw in the han- 
dle can be readily replaced 
when worn, thus adding 50% to the 
life of the tool. 


The movable jaw and the nut are 
made with a round top and bottom 
thread guaranteed not to strip or burr. 
The handles and jaws are drop forged 
from selected bar steel. 





Frame Insert Jaw Spring and Pin 


TWO NEW FEATURES 


have been recently added to the 
Trimo Pipe Wrench, namely, nut- 
guards and steel frames. 





The nutguards keep the wrench in 
adjustment, which is a great conveni- 
ence when working on one size of 
pipe for a considerable length of time 
Nut with Guards Inserted and in close quarters. 


The 10”, 14”, 18”, 24” are fitted with 
unbreakable steel frames, instead of 
the malleable castings formerly in use 
on all pipe wrenches. 


The name TRIMO is 


‘Tnmont Mfg. en on every Trimo Tool 


This is our guarantee for workmanship 
55-71 Amory Street and material. 


Roxbury (Boston) Mass. Send for Catalog No. 133. 
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Using a 
NICHOLSON Flat File 
on a “bracket.” 
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Files That Sell— 
And Satisfy 


The NICHOLSON files upon your shelves are half 
sold just because they are branded “NICHOLSON.” 


That name tells a story of File Value to fi/e users— 
they buy on sight of it. 


a 








ato help you sell Nicholson Files cMOL 5 











Se % 
“NICHOLSON” files 3 
are made from steel of U.S.A. 


special analysis, rolled 
according to the most Intimate knowledge of file users’ requirements, 


rigid specifications. gained by over 50 years’ experience, devoted exclu- 
sively to file making, is concentrated in the brand 


that bears the “ NICHOLSON” trade mark shown 


(TRADE MARK) 


“NICHOLSON” file 


Steel is the result of 


exhaustive tests that above. 

have proven it best The net result to the user, of money value to you, 

tag alae petit is the absolutely satisfactory file service given by 
" P “NICHOLSON” files. 


quality. 
Your Jobber Can Supply You 


Nicholson File Co., Providence, R. I. 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


5 gives a rigid frame at any adjustment. 
C e The frame is light, but unusually strong, 
being made of the best cold rolled steel. 

The handle has a rich mahogany finish 


Write for Samples and Prices and all metal parts are nickel plated. 


Packed one in a box. 


Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “advantages” 
to blind your customer to this 
most important thing. | 


The Model “Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 
The Model ‘‘Quality”’ Range the 


one range for you. 





May we submit proof? 


Quality Stove & 
Range Co. 


BELLEVILLE, ILLINOIS 








Your Customer Will Ask To See 


the “ENTERPRISE” KNIFE and 
PLATE machine that really CUTS 
meat or food instead of mangling or 
tearing it. She 
wants the chop- 
per that cuts 
with the true 
Slicing 
cut, pre- 
serving 
the jui- 
ces and 
flavor 
of each 
morsel. 









ENTERPRISE | 


THE 


“ENTERPRISE™ 
Meat and FoodChopper 


is built on the true 
cutting principle, steel 


against steel, like a 
pair of shears. The 
four - bladed, keen - 


edged STEEL Family Size 


KNIFE revolves $1.75 
against the PER- Large Size 
FORATED PLATE $2.50 


cutting every particle 
of meat or food into tender, uniform pieces. 
Easy to turn, quickly and easily cleaned. 


“ENTER PRISE” 
Sausage Stuffer 





The Enterprise 


Food Chopper .@% 

the next best (lig and Lard Press 
choppe: at a F& 

fine medium, Increasing number of hog- 


raisers are butchering their 
own hogs in order to “cash 
in” on the high prices for hog 
products this year. They will 
be mighty interested when 
you tell them that the sausage 
and lard profits on just one 


coarsc anc. nut- 
butter cutters. 


Sor I. size$1.25 
Family ‘ 1.50 
Large ‘ 2.25 

















































hog pays for buying an 
“ENTERPRISE” 
Sausage Stuffer and 
yond Press. 


with “ENTER- 
PRISE” care and precision 
in every part—iron cyl- 
inder is bored true—long 
handle makes easy turning. 
PATENTED CORR U- 
GATED spout keeps all air 
from éntering sausage cas- 
ing. Can be instantly con- 
verted into a Lard Press. 
Tin Cylinder (strainer) has 
broad lips for easy han- 
dling. Made in nine sizes 
and styles—2 to 8 quarts— 
japanned or tinned—used 
as a fruit press, too. 

Your customers are 
reading in their favyor- 
ite magazines about the 
uses and superiority 
of ‘“ENTERPRISDP’’ 
s. They know that the 
name ‘“‘ENTERPRISD’’ ts the 
rege qreentee of qual- 
ity and satisfaction 
Write for catal 
line of “DNTH 
Specialties. 


e of full 
PRISDB”’ 





4-quart Size | Japanned, $5.50 


The Enterprise Mfg. Co. of Pa. 


PHILADELPHIA 
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HERE ARE SOME OF THE SELLING POINTS ON 


STURGES MIILIK CANS 


THAT WILL SWELL YOUR SALES ~ :: 


It is no accident that Sturges Milk Cans have been standard for 50 years and 
the safest line for any Hardware merchant to handle. 

Sturges Cans are heavy cans and the weight is all over, not in a loaded bottom 

Sturges Cans are stiff, strong, solid cans that resist all kinds of abuse. 

Sturges Cans don’t cave in at the neck, because our splendid ““S” seam con- 
struction gives four thicknesses of metal at the joint between neck and breast. 

Heavy half-oval steel hoop joining breast and body gives can great strength 
and serves as a bumper. 

Body sheet is heavy stiff steel riveted. Steer clear of cans with body sheets 
soft enough to be drawn or folded over. 

And every part of Sturges Milk Cans is tinned and retinned after rivet holes 
are punched and before the parts are assembled. There are no rust rings and 
corrosion pockets in Sturges Cans. 

Soldering of all inside seams is done with big smooth rounding ribbons, leaving 
no crevices or offsets. 


Safe, Strong, Sanitary, Satisfactory Cans. 


A credit to your judgment as a Buyer. 
An inspiration to your skill as a salesman. 


Write for Catalogue No. 18 and discounts. 


STURGES & BURN MFG. CO., 508 So. Green St., Chicago, Ill. 


New York Deliveries made from 50 Church St., Room 1650, where we carry a full line. 
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Myers Cushion Tire 
Store Ladder . 


Avoid accidents, modernize your store, save time 
(which is money), save labor —#in short, use a 
Myers Cushion Tire Store Ladder. You can never 
fully realize the convenience of a Myers until you 
find it at your service in times of rush. Then you 
appreciate its value. You can reach the highest 
shelves quickly and with absolute safety, and use 
both hands in taking goods from the shelves. 

Easily installed. You can easily afford the price 
Send for information. 
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Noiseless, 
Jarless 





TRACK WHEEL 









F. E. Myers & Bro. 


Ashland Pump & Hay Tool Works 
ASHLAND, OHIO 


View of Upper 
and Lower Trol- 
leys, and Sectional Views 
of Trolley and Floor Wheels 
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“Clean Up” Big Easy Profits 
On The Washers 
That Sell Themselves! 







There is no doubt about it—here is the one mechanical washer you can sell easily 
—quickly. Every dealer that has put it in stock is selling dozens of them. It 
appeals instantly to housewives. They see its practical feature—its superiority— 

its greater convenience at a glance. Its reasonable price makes it easy for them to 

buy it. You don’t need to “talk your arm off.” It sells itself. 


MAYTAG 


Power and Electric Washers 
with Swinging Wringers 


save women work, worry and money. Their feature—the swinging 
wringer—convinces women that they must own one. With a May- 

the housewife can wash and wring clothes at the same time 
with no possible chance of soiling or tearing clothes. To wash and 
wring on other machines the housewife must hold the clothes above 
the oily mechanism on top of tub, and run chances of staining and 
ripping clothes. When you show her that the wringer can_be 
swung to any position, you won’t have to do another thing. That 
alone will convince any woman that this is the washer for her 
to buy. 

n to get this easy profit. Don’t let the other fellows get it all. 
Waite at aaee for our special selling plans and terms to dealers. 


Do that today. 








tation “‘A,"’ North St. 


The Maytag Company Newton, Iowa. 


Write for special offer to dealers 
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: HERE ARE THE COLD FACTS 


“Alaska” Refrigerators contain more ‘“‘Cold’’ Units 
than any other refrigerators. The ‘“‘Alaska’’ system of 
circulation and the arrangement of air passages makes 
it compulsory for the air to circulate over and around 
every inch of surface in the provision chamber. 
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Place your order now for a line of “Alaska” refrigerators. Wait- 
ing is the same as paying more. Cost begins with the need. - The 
price paid consists of the money ex- 
changed for the article plus the expense 
of the time lost in waiting. Write 
for our 1915 catalogs, also for our 
exclusive Agency proposition. We man- 
ufacture a complete line of Opal glass, 
Porcelain, Enamel and Metal lined refrig- 
erators. 


The Alaska Refrigerator Co. 


Exclusive Refrigerator Manufacturers 


Muskegon, Mich. 
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Get Some of That 
WHEAT MONEY in 
Exchange for Good 
INLAND GALVANIZED 
SHEET STEEL 


ARM betterments that have 
been waiting for just such a 
crop as this, will be made on a 
large scale this fall and winter. 


And the farmers will listen to 
reason on quality more than 
ever before. 


Tell them the difference be- 
tween 


Inland Basic — 
Open Hearth Sheets 


and ordinary sheets 


To get all the splendid selling 
arguments in favor of the better 
sheets, send for our Book, ““The 
Story of an Inland Galvanized 
Sheet.” 


Inland Steel Company 


First National Bank Building, Chicago 
Works, Indiana Harbor, Ind. 
Branch Offices: 
ST. PAUL, Pioneer Bldg DENVER, 1618 Stout St 


ST. LOUIS, Nat'l Bank of Commerce Bldg. 
.‘ALLAS, Praetorian Bidg. MILWAUKEE, Majestic Bldg 


P 


If You Are Considering 


Galvanized 
Roofings 


time required to _ investigate 
Portsmouth Irom Ohio Metal or 
Portsmouth Open Hearth Steel 
Galvanized Roofings will be 
well invested. Most likely 
you'll insist on one of these 
brands because you want only 
what you know will give you 
full value—all the service that's 
possible from your purchase. 
We are in position to make 
prompt deliveries of Corru- 
gated, Pressed Standing Seam, 
2 and 3 V Crimp, Roll and Cap 
or Self Capping style of Roll 
Roofing. Circular and prices 
on request. 


Fortsmouth Steel Co. 
General Offices 8 Werks Brlnth)EzecelveficxWhaeling W Vs 


= 











Line 


HERE are a number 
[- salesmen who 

wish to carry a side 
line— but what line, 
that is the all-important 
question. A small ad- 
vertisement in the 
Opportunity Exchange 
Department paves the 
way to get in touch 
with many firms who 
require such men. The 
cost: is small compared 
with results. 


50 words, $1.00 
That’s all. 





Getting the Right 


Opportunity Exchange, 
HARDWARE AGE 
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WHEELING CORRUGATING COMPANY 


IRON AND STEEL SHEETS 


Black or Galvanized Plain or Corrugated 


Clean—Soft—True to Gauge 














Carefully Inspected 
OUR CRESCENT BRAND SHEETS ARE ALSO MADE UP INTO 


Formed Roofings Roll Roofings Metal Lath 
Conductor Pipe Eaves Trough 


Gutters, Valleys, Ridge Roll and Special Ridge Finish and other articles 


necessary to complete a full line of 


Sheet Metals and Sheet Metal Products 


LARGE STOCK AT ALL STORES 


WHEELING CORRUGATING COMPANY, WareuiNe W.VA 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 












































































































If you are paying the price of good 
Galvanized Sheets—see to it that you 
i secure the protection of the above 


HIGH QUALITY trade-marks. 
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HH This Company will exhibit at San Francisco (- i915) in the Palace of Mines and Metallurgy 
| es 


American Sheet =< Tin Plate Company 


Hil 
| General Offices: Frick Building, Pittsburgh, Pa. 



































Hi DISTRICT SALES OFFICES: 
Hl Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
Hh Export Representatives: Unitep States Stezt Propucts Company, New Yor ity. 
Hi Pacific Coast Representatives: Unirep States Stzzz Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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Every day 
a safe one 
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If Every Dog 


a **Vulcan’”’! 


Williams’ Superior Drop-forged 
“VULCAN” Safety Lathe Dogs pro- 
vide INFALLIBLY for safety and con- 
tinuous service at minimum price for 
both. 

Send for printed matter of Superior 
Drop-forged Tools. 


J. H. WILLIAMS & CO. 


SUPERIOR DROP-FORGINGS 
57 Richards Street, Brooklyn, N. Y. City 


Factories: 
Brooklyn 






Western Warehouse: 
U.S. A. 40 So. Clinton St., 
Chicago, Ill, 
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An Extension of 


ORBIN 


Service 
Promptness — Accuracy 
Quality 








Greatly increased manufactur- 
ing facilities enable us better 
than ever before to handle 


Automatic Screw 


Machine Work 


of any nature with the utmost 
expedition. 


A complete line of Cap and Set 
screws in stock — prompt delivery 
assured! A.S.A.E. standard screws 
a specialty. 


All Automatic Screw Machine 
work is made in accordance with the 
same high quality material and 
workmanship and the same thor- 
ough observation of detail which for 
years have characterized all Corbin- 
Screw Products. 


When placing an order with the 
Corbin-Screw Corporation you place 
it with an organization the success of 
which has been built up solely on 
the merit of its products—an organi- 
zation qualified in both experience 
and capacity to fill orders.in the 
shortest possible time with products 
of the highest manufacturing quality. 


Corbin Quality and Corbin Service are 
we) -words in the trade. Estimates 
cheerfully furnished on receipt of blue 
prints and specifications. 


THE CORBIN SCREW 
CORPORATION 


THE AMERICAN HARDWARE CORPORATION 


uccessore 


NEW BRITAIN, CONN. 


BRANCHES: New York Chicago Philadelphia 


Makers of Corbin Brakes and 
Corbin Brown Speedcameter 
































Buffalo 
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HIGH QUALITY MAKES 


ACE 


CYCLONE Fences g Gates 
°S WAUKEGAN, ELLINOISTP* 
SUtest sellels 


CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 


and make your store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 
quality, nationally-advertised WAUKEGAN- 


CYCLONE line of fencing and gates to offer 


your trade. 


Original designs, even picket tops, uniform 
spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
terms to dealers. 


CYCLONE FENCE C0., Waukegan, Ill. 


ATE RAISED To ALLOW 
SMALL STOCK TO PASS UNDER,- 
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American Brand 





Lasts Longer—Loeks Better 
Also 


Copper Bronze, Galvanoid Enameled, 
Painted, Bright Galvanized 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO., Chicago, IIl. 
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This Spray Pump Has Been Running Con- 
tinuously Every Day Since May 16 ===> 


The work it has already done is equivalent to 10 or 12 years 
of actual spraying. 


To show what kind of service your customer will get from 


Goulds Fig. 1643 “Dreadnaught” two cylinder 
Spray Pump with encased double reduction spur 
gears. Overall fatio 9 to 1, Plunger 24%" x 2%” 


For 250 Ibs. pressure. Suitable for direct connec- © 


: ; : . 66 ” tion to engines up to 600 R. P. M. Engine can be 
this pump which is our New Fig. 1643 Dreadnaught” Power sacuidal in ick cadet dak Da 20 Ten ures. 


Sprayer was taken from stock on May 16th and started on a sure will supply 4 to 6 nozzles. 
“breakdown” test. Since then it has run continuously every 

day except Sundays with no attention whatever except lubricating occasion- 

ally and repacking twice. From present indications it will run another 


year before breaking down. 








HAND 


Complete line of “= Sprayers 
Ask for 1915 Spray Catalog and Discount Sheet 














The Goulds Manufacturing Co. 
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SMM MMMM 


36 West Fall Street Seneca Falls, New York } 
The “Dreadnaught” is a strong com- 
Offices In All Principal Cities pact Sprayer built to give the best 
kind of service. 
UUTULEUUUSUAEOEANEAOOSUOEOSERSEETENAEGOROEOSEOEUGNOODOCAOOOEDEDAUEDEOGDSEOOOONOOOONGUEOOGUNOOEDOETOOOOOOUOEUSOOQOEOODOOONOGROOOUOEOOROOVEDOOQODOOOOEDODUNDOEUNGDEGONLOOOEEOEDUEUSOUOROOUSEREUEON TOON GEL SEO OOGSU TALEO TSH AOTEOEAACEENOOAEAEODEREEL EOD EAMETS 


























Patents Pending 


Storm Prot = ‘The Sharon No. 75 ss «lf Cleaning 


Guaranteed to be the most satisfying Barn and Garage Door Equipment 
you have ever handled 


Track and cover in one piece 4-6-8 and 10-ft. lengths. Supports attached above and below every two feet. 
Joints held rigidly in alignment. Strain comes on inside where fastened to the building and will not pull 
down under weight or time. 

Protects the top of door as well as the carrier and tread. No trouble to get together on a sale. A relief to 
the carpenters to put up. Write us and find out all about it. 


SHARON HARDWARE MFG. CO. Sharon, Pa. 
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Stove 
Bolts 


Machine 
Screws 
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£18 
Bolts 


Rivets 
and Burrs 


Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot; 69 East Lake Street, Chicago. Illinois 
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Place It Where It Can Be Seen 











Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a center 
or level to guide them. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 

Let us send you de- 
tails on this free display 








cabinet. 


The Progressive Manufacturing Co. 


Torrington, Conn., U.S. A. 
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At the Sign of the 
Winged Greyhound 


The sign-boards hanging over the inn-doors 
along the old coaching routes of England were 
often decorated with paintings of creatures either 
created by the artist’s imagination or mythology. 




















TRADE MARK. 


These sign-boards, the Boar's Head, the Unicorn, the Golden 
Stag, the Red Lion, and many another are well known in legend 
and history. 


From these signs the inns derived their names and this is one 
phase and an interesting one in the development of the trade- 
mark. 


In those days an inn was remembered by the sign it displayed, 
and its growth and reputation was closely linked with the painting 
on the sign-board. 


Along the busy streets of America today, a store is judged 
not so much by the signs it displays, as by the goods it sells. But 
the advertising of the fact that a store sells good saws will never 
do it any harm. 


It certainly won’t hurt your reputation to link your name 


with the Sign of the Winged Greyhound—the mark of quality in 
saws. 


In fact, it will be a big boost to business. 


Geo. H. Bishop & Co. 


LAWRENCEBURG, - - IND. 
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Simply raise the bar and screw takes 
up distance between notches. No nuts 
and screws to drag back and forth 
against each other and wear out 
threads on this New Union Quick 
Adjusting Caliper. When your cus- 
tomer sees how easily and quickly it 1s 
adjusted he buys at once, because: 


He also sees that the Oval Legs give 
greatest strength without additional weight. 
He notices the extra stiffness, the perfect 
balance, and the lightness. The simple and 
positive Transfer Feature which absolutely 


Pet La rte -oere- — —~ 





HN TUNLVUAL ATUL 


z prevents mistakes. The high quality of 
= workmanship and finish. No _ question 
| = about his not taking it. 
| = 
= They'll help you get the best tool trade 
= in your town; write for prices now. 
: = 
= 
| : Cals C 
: = 
| Union Caliper Co. 
| = 
| 2 ORANGE - ‘¢ . MASS. 
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30 Years Not Beaten 


“Steel Gem” Casters for thirty 
years have held the lead. Old 
hardware men will tell you that. 





They are built of all steel. They THE D EXTER 


are roller bearing and revolve at “DOUBLE-LEVER” WASHER 


a touch. 
—double levers give over 5 to 1 lever propor- 
4 tion—single lever washers cannot have bet- 
They sell well and give rood ter than 3 to 1 proportion. 
aor t. : . —adjustable ‘‘no-tear’’ dolly saves wear— 
satisfaction—alw avs. washes quicker and cleaner. 


unit main frame insures perfect and per- 
manent meshing of the gears. 

Write today for detailed information and 
special agency proposition. 


M. B. SCHENCK CO. THE DEXTER CO., Fairfield, lowa 


MERIDEN CONN. Quick deliveries from stock in Toledo, Peoria, San Francisco, 
Minneapolis, Omaha, Kansas City, Portland or Winnipeg. 


Get our prices. 
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IT MAKES HIM FEEL A 
WHOLE-LOT “SORRY” 


—to realize how many of the Big, High 
Cost STOVES he must put into “Cold 
Storage” and “nurse” until next season 
that could have been sold, if he ONL‘ 
HAD mounted them on 


The Harper Handy Caster Trucks 


and so made it easy for his salesmen to 
show them to customers. 

An equipment of these super-potent 
Salesmen will last you endlessly and will 
easily repay you their entire cost the first 


year. 
cc nak bane ee Rubber 
for them. and 


a8 eis seen eiehal ai oaietie “ian mn 
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First ask your Jobber 
then ask us if he don't enthuse. 


Chicago Hardware Foundry Co. H e a de d Nails 


North Chicago, Illinois 


for chairs that really protect the 
floors and carpets from injury. 
Made with a rubber head that can- 
not be pulled off. Absolutely 
Noiseless. 


We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 
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The Laundry Queen 








Is rapidly becoming the most popular washing machine among 
hardware dealers and users, because of its new and exclusive 
features. 

Tub independent of machinery or legs—tub supporting steel 
frame—patent rotating and reversible wringer, etc., etc. 

Electric or Power drive. 

Drop us a post card with your name and address, we will 
send you some remarkable facts about our wringer, which will 
give you straight information and talk, briefly—clearly. 

Send us that post card. 


Grinnell Washing Machine Co. 


GRINNELL, IOWA, U. S. A. 






















































Cary’s “Everlasting” ioe 
Flexible Steel Mats 


The only Steel Mat on the market 
that will make both Pleased Cus- 
tomers and Large Profits for you. 


Write for details of revised prices 
and you will surely be interested 





Will Make Horse-Shoe Brand 
i e 

Your Stove Wringers 

Pipe Business 

M. Warranted as to quality 

; ore ; : , 
D_-ofstabl Warranted to give satisfaction 
rotitable : 

: Warranted as to price 

: Plain 
Bearings 
: el and 

i eae — _ 

|= werent Steel Ball 
Smith’s Double Lock Stove Pipe will do Bearings 
4 this because, in the first place, it can be nested 

: which saves freight; secondly, it requires no 

tools or special knowledge to put it together; Enclosed 
; thirdly, its quality is guaranteed and satisfac- Cog 

E tion is assured; fourthly, it saves time of mak- Wheel 

j ing, hammering or riveting. — 
; Send for a model, it will convince you of its ee 

E possibilities. Write at once. Pinta Bebsieds - Weeed Balt Beartams mise of Relle 
Your jobber carries Smith Double Stove ae Seam ne sein CEE, Bam 
Pipe. Place your order with him today. WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 

: THE OHIO STOVE PIPE & Send for our new Price List 

. MFG. COMPANY 3 | 

The American Wringer Co. 
NE . . e © 

| 
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Cary Manufacturing Co. 
Manhattan Bridge Plaza 
Brooklyn New York 
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WE OFFER—QUALITY—SERVICE—PRICE 
in SMALL RUBBER SPECIALTIES 


If you are a Hardware Mfgr. making any hardware specialty and 
have use for any small rubber moulded pieces—send us a sample and 
get our prices. 


_ if you are a retailer selling gauge glass washers, fuller balls, rubber 
rings of any kind or size or have a call for any of the thousand and one 
small rubber moulded goods on the market, get our prices, by postal, 
telegraph, letter; or. tinkle our telephone 





WE OFFER QUALITY—WORKMANSHIP—SERVICE—PRICE. 


STRONG MACHINERY & SUPPLY CO., 
48 Franklin Street, N. ¥. C. 

















THIS MARK OF 


UALITY |} 


TEES? & 
THE BEST 7 ; 
in WIRE HARDWARE: 























Our Illustrated @talogue | 5 
describes over AAWVarlicles N 


0 
WIRE HARDWARE 
KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
A> Postal will 


start one yey 8 No. 215 
ea . We are the Largest Manufacturers of Xmas Tree Outfits, Fancy 


Lamps, Flashlights and Batteries. 
Independent of any combination or restrictive affillations, we 


THE WIRE GOODS COMPANY L 4 make rock bottom prices. 


Write or wire today. 


ee oR ‘eS ANGLO-AMERICAN CO. 





No. 209 






PITTSBURGH, U. S. A. 
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Electric Lawn Trimmer 


The handiest Lawn Tool in 
the world for trimming around 


Trees, Shrubbery and Walks 









MANUFACTURED BY ———-——-———— EN, 


The Whitman & Barnes Mfg. Co. Akron, Ohio 
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INSURE 
YOUR PROFIT 








Study This Ad 
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ing anything else, ultimate 

profits must be judged by two 
main things: goods-made-right and 
goods-priced-right. Better keep 
away from the manufacturer who 
offers one without the other. 


Ll selling lawn mowers, as in sell- 


“But,” vou ask, “how may we de- 
cide when most manufacturers offer 
both these things?” Answer: Study 
each individual system of distribu- 
tion. Decide according to the mer- 
chandising method that you think 
best and safest. 


Consider the Elwood System—di- 
rect from factory to dealer—time and 
money devoted to perfection of the 
products themselves—right goods, 
right shipments, right prices—right 
treatment for both dealer and con- 
sumer. 


Elwood Lawn Mower Mfg. Co. 


Elwood, Indiana 
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Competition forbids increas- 
ing profits by raising prices, 


but it doesn’t forbid increas- ncourag e Him 


ing sales by selling a bet- 


ter line. More sales mean 
bigger profits—you give Some bright boy in your store is show- 
more and get more when : ‘ 

ing a keener desire to know about the 
goods around him than is usually 
found in youngsters. 
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This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 
you now carry. 





Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr. 
construction and  adapta- 
bility. 
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In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 


PO eo ap ee 











HAYES PUMP & PLANTER CO. 


GALVA , ILL. 
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WIRE CLOTH 


Royal 
Worcester 


Brand 


Furnished in 
great variety of 
sizes, widths and 
meshes to. suit 
every  require- 
ment. 


Noted for its 
strength, dura- 
bility and = su- 
perior finish. 





Standard sizes 
in stock. 


Wright Wire Company 


WORCESTER, MASS. 


Eoston New York Philadelphia Chicago San Francisco | 











It's all in the 
Beams 





Three of a kind will 
please any carpenter. 
There its a duty as 
well as a_ privilege. 
Combine the two. 


Goodell-Pratt Company 
Greenfield, Mass., U.S. A. 




















Priest's 
Clippers 


We have the biggest 
clipper proposition offered 
to the trade. It’s a prop- 
osition that pays and pays 
big—because it satisfies. 





Our proposition is that 
you stock Priest’s Clip- 
pers! 


Write. 


American Shearer Mfg. 
Company 
315 Main St., Nashua, N. H. 


























Wiebusch & Hilger, N. Y. 








Screening is Judged 
by the Service 
It Gives 


Doe 
Perseex 
Bronze Screen 
Wire Cloth 


Gives True Service because it 
is backed by True Quality. 
Care in the selection of mate- 
rial and care in the making 
are responsible for its reputa- 
tion as a dependable screen- 
ing. Satisfaction for your 


customer — profit for you. 
Ask your Jobber to supply 
you. 


Made in U. S. A. 


Ludlow-Saylor 
Wire Company 
ST. LOUIS, MO. 
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Cary’s Superior Metal Joint Fasteners 


Write for samples of our Latest Keen Saw Edge DIVERGENT 

Fasteners, the result of our own patent process, i 

and you will put them in stock, for they exceed ~ 
PARALLEL 


all others in quality. Also see our superior Plain 
Edge Fasteners. 


Packed in cartons of 500 and 1000 and in bulk. _ Saw Edge 
Put up in coils wound right-hand and left, tor use with automatic driving machines. 

Large stocks always on hand—immediate shipments. 
Also makers of Cary’s Universal and Wire Box Straps, Box Fasteners, Seals, Clasps, etc. 


CARY MANUFACTURING CO. MANHATTAN BRIDGE PLAZA 





CORRUGATIONS 


Piain Edge 





























Increased Profits 


on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 








Stand more strain than heavier cords 
and work freely. 





The quality is there—the prices are low | 


because these cords are made for wear 
and have no spots or fancy frills that MAKES GOOD 
increase manufacturing cost and add 


nothing to their stength. 
; : , Every Worcester 
We will be glad to send you prices and Blo i n 7 funtvoved 
samples—write now. Door Check is guar- 
anteed. Guaranteed as 
to materials, life and 
perfect action. 


“ALBA” “STAR” 
m= | gps gpl 
"omens mama pe mage meaner lutely, and we want 


every dealer to replace 
any defective part at 


ESTES MILLS a ati eae 








rood. 
FALL RIVER, MASS. ; latiemation today. 
CLOTHES LINES SASH CORDS The Worcester Mfg. Co. 


WORCESTER MASSACHUSETTS 





, MOPS 
WICKING MACHINERY WASTE 














™~ 























Tubular Rivets and Bifurcated Rivet 
Seccme TTY AY A 


Box. 12 Boxes to Carton 


TTITITT YT 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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Order STANLEY No. 3000 — 
“Twinrold” Self Tightening 


Pat. Sept. 26, 1911, and Nov. 5, 1912 


BOX STRAPPING 





It is coiled double. 
It is self-tightening. 
Nails can’t slip in driving. 


THE STANLEY WORKS 


NEW BRITAIN, CONN. 
ao Lafayette St., New York 73 B. Lake St., Chicago 


See page 73 
EN 
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THE CHAMPION 
Double 


Acting F loor Hinge 


This handsome hinge of few parts has 


sf 
3 
iF: 
x 
Ag 
t 
$ 





(Patented) Cut Full Size 





ae e 9 ° e ‘6s ” © 
Griffin’s Original the “call” and deserves it. 
Fl De Lis P The entire weight of the door rests on 
cur is Pattern a ball bearing and allows the door to 
° swing freely and easily without jar or 
Wrought Steel Surface Hinges cae “ : 
orn mental SURFACE "hinges "ever. placed on And all a carpenter has to do to attach 
dentin andl the benutifal Gates of these ‘hinges this hinge, 1S simply saw outa rectangu- 
meet the demand for high class work. lar piece at the bottom corner of the door 
These hinges are covered by patents con- . ° 
trolled exclusively by this Company. and make a slight mortise for the strap 
Fleur de Lis Hinges are widely advertised. ends of the hinge. No wonder it sells. 


They are the best known surface hinges made, 


and may be found in practically all of the most 
artistic homes of the day. Send for our Catalog of Profitahle 


ware, capisining toly the Gee Dns, and Hardware Specialties. 
— stock order direct with your jobber at 
THE GRIFFIN MFG. CO. The Champion Hardware Co. 
37 Warren St., New York ERIE,PA. 17E. Lake St,, Chicago GENEVA, OHIO 














No.170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
oo CANTON, OHIO 
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The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 
MECHANICS’ TOOLS 
Augers, Auger Bits, Chisels, 
Drawing Knives, 
Gouges, Hollow Au- 
gers, Gimlets, Boring 
Machines, Screw 


: | | Drivers, High Grade 
: ‘Tools. Look 

for the Swan. 
Ah Send for Catalog 


New York Office—100 Lafayette St. 
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& , : ES = 
7 6©SséTThhis Beats| 2 L 
ay the “YANKEE” | Brass Bound |; 
7 the “YANKEE” No. 30} | DFAaSS DOUNC | 
For overhead work—or any = = 
places out of reach —and all = = 
ordinary work, the New = = 
“YANKEE” Nos. 130 and 131 = = 
are better than any tool made = = 
for this purpose. = 2 
The spring in the handle holds = = 
the tool extended in any posi- = ° = 
tion—keeps the bit in the = Time Savers — Energy = 
slot — drives the handle back = Savers— M oney Sav ers = 
quickly for the next thrust. = = 
= There are nine styles, all with = 
Show them to the mechanics =: heavycardboardbody,linenbond := 
aaa ee — ” ie ae =: facing and brass edging for pro- : 2 
et se Pree ee =: tection. 10 percent. discount on = 
) =: orders for 2 doz. cards—send for i = 
Viste Albis din inlaply you. = — circular and sample 
: ; E : = 239 W. Thirty-ninth Street, New York = 
: PHILADELPHIA, PA. = : = 
= 
ESTABLISHED 1863 INCORPORATED 1805 
<r MAR, 
Twelve Medals of Special Grand Prize 
: INTERNATIONAL ee 
Expositions Atlanta, 1895 
Copy of Catalegue will be sent free to amy interested File User upon application. 
G. & H. BARNETT COMPANY Philadelphia, Pa. 
Owned and Operated by Nicholson File Co. 
i 
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| 
ARDWARE DISPLAY 
CASE No. 1200—adopted 
for general display pur- 
poses by prominent hard- 
ware merchants all over 
this country —is one of 
over fifty models of Show 
Case, Shelving and Display 


IT STICKS WELL AND SETS QUICKLY og nes we specially designed 


THEREBY SAVING TIME chants by the Grand Rapids 
Show Case Company. 


DPenwioow 
RMVWMOO Wey GRAND RAPIDS SHOW CASE COMPANY 











RE Sa. | 























The Largest Show Case and Store Equipment 
i | | F Plant in the World 
GRAND RAPIDS, MICHIGAN 
’ = Showrooms and Factories: Fd 
I dR d \ 
In patent pin tubes and small and large cans New York Grand Rapids Chicago ’ 
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BOX STRAPPING Sp 
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= 
ALWAYS $ 
S % 
a demand $ % 
for Box SS EMPIRE % 
, SS A ball-bearing, Sy 
Strapping. Ss strongly made power ze 
= grindstone, built to ~ 
= run by gas engine. E 
SJ Especially adapted to S 
ACME = sare or machine shop. z 
as ’” = ‘ast-iron frame and Ea 
DOT : trough that will not = 
= rust out. Genuine =e 
> aN = Berea stone. One of = 
trappin S the many fine models = 
a = of CLEVELAND a 
is prepared = GRINDSTONES. = 
in neat 300 ft. = = 
stent : CLEV ELAND : 
on a holder— = ) = 
. . a 
20 coils in a d t S 
case. Grindstone 
; = Sold only to Hardware and Implement 
Highly = ; Dealers 
Lacquered — = “Quality is the best policy.” Honest 
Smooth = Cleveland Grindstones, quarried from 
a = the only genuine Berea rock, will foil 
oun 2 the Mail Order House every time. 
Edges. A They have been standard for years— 


no flint spots nor soft spots. Guar- 
NO RIVETS AND CONTINUOUS LENGTHS anteed to you and to your customers. 
Let us help you to beat out Mail 

A Order competition. Write us for our 

WRITE FOR PRICES AND SAMPLES ; great business boosting book, “How 


ACME STEEL GOODS CO. to Keep Mail Orders At Home.” 


As 


\\\\\\k 
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Why 
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PONENT PHETARVOUTHNALN TENNENT 


2834-2840 ARCHER AVENUE......... CHICAGO, ILL. 
151 Lafayette Street.................+5. New York City The Cleveland Stone Co. 
16 GO 14 TICE QOPOOE. owe ccc ccc cece tivswevsce Atlanta 
310 California Street................ San Francisco, Cal. Leader-News Bldg. 
hs) td Se i Sos 5 5 sp enn baie 6 mame Los Angeles Cleveland O 
7 . 
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J. E. Beauchamp, Canadian Representative, Montreal! 
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The (Jriginal.(7REEN RIVER 








SCREW PLATE 





Cleaner Homes! 


No matter how diligent or careful the 
housewife may be in her campaign 
against dirt, she tan’t prevent snow and 


ag eae : = mud being tracked into the house if she 
Simplicity and ease of adjustment are the distin- d Mi 
guishing features of the “GREEN RIVER” Die. oes not have 
It is all done from the face of the Die and without 


removing the Die from the Stock. Glen Steel Door Mats 


The cup-head screw on the right acts as a hinge, 
holding the Die halves together. 





har _ is fn 8 by the watdie- a. § screw - the at her doors. These mats scrape the 
eit; driving it farther down opens the Die to a larger s 
diameter; backing it out closes the Die to a smaller shoes clean of all snow, mud or sedi 


ment and are sanitary and easily cleaned. 


diameter. : 
Corners will not curl up and they’ll con- 


AK WEG ei eR The whole Die and guide form perfectly to uneven surfaces. Made 
COREE AE when in use is clamped fh 1; 14 ey 
ih a firmly in the Stock. of best quality steel fat wire and electro- 
ain * galvanized to prevent rust. 
° Remember: Glen Steel Mats are 
Wiley & Russell packed in individual boxes, so that you 
Mfg. Co. Div. can display them on your shelves. 


Greenfield Tap & Die Cor- 
poration. New York, 28 

ons ew Showing 88 No. 6th St.; Chicago, bur .‘ 
sass cy Sia —— 545 Washington Bivd. Pitts sh, Penna 
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One Day’s Trial of a 


Grant Noiseless Riveting Machine 


resulted in an order be- 
ing placed for 12 more 
machines. 


we a neninetenbene eerste ee — 
LR MN ee ae ke ’ Ke ae 


Siecentteaataieemtis tamed 
dig hn Es. Ad ee23 




























A few reasons why: 


a aie aan oe eae oleate bene eeeeetnaetaaa conteheencoey sees 
Lt ey: ek 5 we vr wr. ae % 


(1) Noiseless Opera- 
tion. 

(2) Spin Well Polished 
Rivet Heads. 

(3) Avoid Broken Cast- 
ings. 

(4) Do not Mar Sur- 
face in Riveting. 

() Rivet Tight or 
Loose as Desired. 

(6) Entire Riveting 


Operation Takes 
Only One Second. 


For the sake of quality, 
output and cost reduc- 
tion send for catalog. 


Hammer 


Clamps and Oilers 












The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler—ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 

We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, and and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


HAMMER & CO. 


iii int | 








Branford, 
Conn., The Grant Mfg. 
U.S.A. and Machine Co. 






BRIDGEPORT, CONN. 
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There are no exceptions to the 
quality standard that has made 
each Glidden product the leader ff 
for its particular use. Any Glid- | 
den product will bear this out. } 
An instance—any of the 14 col- 


| 

| ors in 
Green Label | 

] 


Varnishes and Specialties EN D URAN CE | 
11243 CLEVELAND, OHIO WOOD STAINS | 














Make 
i 


“Success” 





In Demand 





j j 
} } - 
i % — Ps 77 mit 
Fi re 
veel mitsigcnies es mba acoegagai as S are heen 


The 


Means 
**SUCCESS” To Yours Made in Bridgeport 


BUCKET ) 
SPRAY PUMP The Beers Lantern is in demand because it is the most con- 
venient, practical, durable, economical dry battery lantern on 
the market, strongly made of solid brass or pressed steel, 
Write for 44-page 1915 Catalogue of equipped with brilliant Mazda bulb. 
Spray Pumps, Nozzles and Accessories An ordinary No. 6 dry battery operates it for fifty hours. 
Users get from six months to one year’s service from one bat- 
tery at a cost of 25c. Instantly appeals to housekeepers, auto- 
mobilists, farmers, sportsmen, yachtsmen, watchmen, delivery 


TH E D E M I NG C OMPANY et age TT AND DEALERS 


SALEM, OHIO Your profite are liberal and big sales are quickly made. 
Write at once for liberal discounts. Jobbers can have large 
orders furnished under own trade mark or brand. Write today. 








Hand and Power Pumps for All Uses 


Chicago _ Pittsburgh 
Henion & Hubbell ee toe THE BEERS SALES COMPANY 
Ralph B. Carter Co. 1005 Broad Street :: :: BRIDGEPORT, CONN. 
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Iron Grindstone Frames 


Especially salable to manufacturers, farmers 
and carpenters. Made of best quality cast iron 
with babbitt lined bearings, adjustable tool rests, 
truing attachments and water guards. In four 
styles for stones from 14 to 42 inches in diameter. 


Get full particulars from Catalog 31 


ATHOL MACHINE CO., ‘vass° 
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Coil Chain 


In every weldless pattern. Six 
styles and eighty-five sizes. On 
reels and in pasteboard ‘cartons 





American W Tenso 
Niavara @) Lock Link 
wr |, ash Chan 


Write for Catalog and Prices 
SOLE MANUFACTURERS OF 
CAMPBELL 


SELF-SPREADING 





Cotter P 


American Chain Co., Inc. 
- BRIDGEPORT, CONN. 


In Canada—Dominion Chain Co., Ltd... Montreal 


Wiebusch & Hilger, Ltd. 


U. S. Selling Agents to the Merchant Trade 
106 Lafayette Street, New York, N. Y. 
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Sash Chain 
© 


’ A 


FJ 


a 


% 

—— 

“SEZs MO) p 
— ; —_ 

— 4 


, a ——— —— 
GES) LEB, GS 
[Gy i 
A ame, Pie > a~ 
Se_Sse__ = 


——S 


~4 ———— 
QO 


<p 
Se, 
- ~> 


eee, 
—— 


Dy. 
S&S 


S 


> 


aI 


nn 
— 
—s 


a 


a i 
D_S 
a> ag 


Ce A) 
| __§ 
—s 


ae 
—/ 


— 


) A 


SG, 
o_o 
—> 
 , 


G\ “GG 


fr a, 
-_—_ we 


— 
ae | 


a 
. J 


al 
- 
—— 


SN 


~_——~ », 
(I - <= 
== 
kK ___ ye <_< 


fea 
P— 


2) _E 
~~ 
oe 


Pg 
>— Ee 


ee, 
C = 
ae 






























December 10, 1914 HARDWARE AGE 


37 











ris 


Ta. G:ten/. tee 


Ee 


“DF LAVAL CRAY SERARATORS 


RO ae, 





De Laval Separators that are sold 
stay sold and make satisfied customers 


; | ZEELAND, MIcu., Oct. 14, I9QI4. 
THE De LAVAL SEPARATOR Co., 

NEW YORK, N. Y. 
Gentlemen: 

Previous to the time that we took on the De Laval contract we sold several 
other makes of cream separators, but found it uphill work, and not very profitable, 
and every time we ran up against De Laval competition we were beaten. 

About seven years ago we began selling De Laval Cream Separators, and 
now consider the De Laval contract a very good asset to our business. We have 
been successful in meeting competition, and De Laval Separators that are sold stay 
sold and make satisfied customers. We are always pleased to mention De Laval 
Cream Separators when occasion offers as being one of the standard tines of 
goods which we sell. 

We consider De Laval advertising and the assistance of your representative 
given us a great help, and our business relation with your company has always 
been most pleasant. Summing it all up, selling De Laval Cream Separators has 


been pleasant and profitable. 
P “— s Yours truly, 


ISAAC VAN DYKE CO. 


The cream of the cream 
separator trade goes to 
the De Laval agents. 


Now is the time to see about the De Laval contract. 
Perhaps we need an agency in your town. If you think 
we do send your application to our nearest office. 


The De Laval SeparatorCo. 


165 Broadway 29 East Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 
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The 
Standard 
American 
Platform 

scale 





















Ask your Jobber 
for Prices 















































The User's a good salesman— 
and you get his services FREE 


His recommendation to his neigh- 
bors quickly multiplies sales 





Neverslip Shoes and Calks 


Save horses, time and money 


Horseshoers and Horseowners unite in 
recommending RED TIP CALKS. 
Neverslip Calks stay sharper with use 
—and when worn down they can easily 
be replaced with new ones in 20 
minutes, 


Red Tip 


CALKS 


are needed wherever horses are used. 


GET FREE WINDOW DISPLAYS 
NOW 








and let the public know you are selling 


the Red Tip line. 





Calks to suit every purpose and GUARAN- 
TEED TO SUIT. 


The reputation of a quarter of a century 
behind every box. The proof is in the test. 


Neverslip Manufacturing Co. 
NEW BRUNSWICK, N. J. 


Send for Booklet R 
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“What I can't understand,’ remarked 
Sandy, “is why, if these are hard times, it is 
almost impossible to sell cheap goods, 
whereas trade on high-grade stuff is better 
than ever.” 


“That's funny,” said the cashier, “but | 
just paid five dollars for a pair of shoes, 
although four is my limit. I figured it out 
that if the Boss should have to fire Sandy 
and cut the rest of us ten per cent, it would 
be some time before | vot another pair, so 
I wanted shoes that would wear.’ 


goods. Therefore they are more receptive 
to the appeal of quality.” 


“There must be something in it,” said 
the assistant manager, “for | Simply can’t 
get rid of that job lot of revolvers we 
bought at a price, although I have ordered 
twice on the Iver Johnson in the last 
month.”’ 


“Well, you can’t blame the public when 
it comes to revolvers,” said Sandy, “for why 
anyone should buy a revolver they know 








nothing about and which may be dangerous 
at the wrong end, when they can get an 
[ver Johnson for $6, is more than I can 
figure out.” 


“IT think you have stated the whole case, 
Miss Townley,” said the Boss. “When un- 
certain times make people economical they 
give more thought to the spending of money 
and try to do it as wisely as possible. Now 
everyone’s experience teaches them that 
there is no economy in cheap, cut-priced 


“It’s a good thing for Hardware Deal- 
ers,” remarked the Boss, thoughtfully, “that 
we have some goods, like the Iver Johnson, 
in which people have implicit confidence.” 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 


















Here’s a 
“Detroit” Twist Drill 


ready to prove its value 


And every member of that large 
family is made of the best Trade 
quality of “small tool’ steel. 
The same exactness—the same 





as a producer in any shop, 
Trade ready to prove that it does 
more and better work than 
other drills—or cost not a cent. 





It’s one of 4000 members accuracy—characterizes every 
that make up the family of individual “Detroit” Tool and 
Mark “Detroit” Twist Drills, Ream- places it on the top round of the Mark 


ers, Cutters, etc. ladder of efficiency. 


A tool that’s sold on this “guaranteed good”’ 
basis mus ll =_ yee ee td and brin you 
new busin Catalo “TT” an look 
over the “petroit” 5 he ~- ay. 


Detroit Twist Drill Company 


718-730 Fort Street “ _ DETROIT, MICHIGAN 


512 
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/P ompelan 
Screen 








As Perfect by the Foot 


Every single foot of Pompeiian Bronze Screen Cloth must be 
subjected to the most rigid inspection before it passes from our hands. 
Each roll, upon leaving the loom, is minutely examined by an exper- 
ienced inspector, aided by the best of lighting facilities. Imperfec- 
tions, however slight, are cut out. And that’s only our first stage 
of standardization. 


The cloth is then laid out on our 100 foot measuring floor and 
accurately measured. After being properly wrapped, and plainly 
labeled, the roll is ready for you to sell—and every foot of it is per- 


fect and salable. 
Clinton Wire 


Clinton, 


Sa een a 
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Br onze 


Cloth 









As it is by the Roll 


Pompeiian Bronze Screen Cloth is the people’s choice by popu- 
larity. It will not sag or belly as do copper substitutes and, barring 
fire or accident, lasts indefinitely, as it cannot rust or corrode. It is 
uncoated when you get it and never needs painting. We challenge 
dissatisfaction. [he wires are carefully drawn from billets of solid 
bronze, and exhibit high tensile strength. 


Our screen season advertising campaigns have taught people to 
ask for “‘Pompeiian Bronze.’ Your part is to supply it. 


Cloth Company 4 


Massachusetts 
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WATS WHAT BUILD 
BUSINESS, 


T is “the come backs” that build up almost 
every legitimate business. Surely no paint 
business could continue if it were not for the 
customers who buy again and again—the 
customers you can count on. The more of 


these yoy can cultivate and convert the bigger A N dD 
your business will be—and the faster it will 


grow. It pays and pays big to handle paints B / G GE. 


so good that the first sale is but the beginning 
of a lifetime habit of buying. You will sell that kind if 
you handle 


MONARCH PAINT 


100% PURE 


“The kind that brings ’em back” 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your goods. 





Let us tell you how we help 
make a “come-back” of every cue- 
tomer. Drop us a postal to-day. 


MARTIN “SENOUR Co, 


CHICAGO, MONTREAL, LINCOLN “and WINNIPEG 











li: CTS. A ROD UP 


Big, bright, close woven. ’ 

SOLD DIRECT on 30 

days free trial. a styles SS 

of Fence and 54 styles == 

of Gates. Send for our . 
, handsome four-color N 

ogue. It willsave you 
Money, Time and Freight, 














NORTH WAYNE 
BILLBOARD 


Lawn King Grass Hook 














This Isn’t Competition, 
Mr. Dealer 











Steel 
. Shavi Such ads as these, always appear- 
King of the Lawn | Saving Ee Raita ofe. team’ oleae: pape 
King of Grass Hooks | Full Mirror Polish ing in publications read by.the farmer, 


look like real competition, but they’re 
not—not if you have the remedy. 


Grass Hook DeLuxe 


pt Bargains in 
#°|SCYTHES 
east}-1OOKS 


CORN 


We can give you a real cure for 
such catalog- house competition on 
wire fence. You do not have to sac- 
rifice either profits or quality to use it. 

Write us for the facts. Get posted 
now, ready for business next spring. 
Be sure to mention that you want 





meet KNIVES 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1408-9 Ford Bldg., Detroit, Michigan 


prices on competitive woven - wire 
fencing. 


Keystone Steel & Wire Company 


Peoria, Illinois 
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HELLER’S PIVOT DOOR CABINETS 
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SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 
W. C. HELLER & CO., MONTPELIER, OHIO 


22 FB alel ar) & 


seeders and Cultivators 


are easy to sell 


Their high quality, their substantial construction, their time- and labor-saving features all make 
a strong appeal to thrifty farmers and gardeners. 

This makes it easy to convince them of their real and lasting economy. And when you do that 
you are sure of satisfied customers. 

We not only make implements that find a ready sale, but we actually help you sell them through 
our widespread advertising in the leading agricultural papers of the country. This creates a desire for 
Planet Jr. implements. It convinces your customer and half sells him the tools 
before he reaches your store. 

See how easy we make the selling for you! 


We find the Customer —the Dealer makes the sale. 


Are you going to “cash in” on our efforts—will you finish the sales 
and pocket the profits? 
Write us now for prices, discounts and full information. 


S. L. Allen & Co., Box 1207W, Philadelphia, Pa. 


Established over 40 years 























Manufacturers of 
One and Two Row Riding Cultivators Horse Hoes Potato Diggers 





Orchard Cultivators Wheel Hoes Celery Hillers 
Two and Four Row Beet Cultivators Hill and Drill Seeders 
Warehouses: 
Milwaukee Minneapolis San Francisco 
Detroit Louisville Los Angeles 
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Stanley Handled Hammers 


For CARPENTERS, MACHINISTS, BRICKLAYERS, FAR- 
RIERS, TINNERS, BLACKSMITHS and ENGINEERS. 

The heads are made of special steel, carefully forged, hardened 
and tempered. 

The handles are of selected second growth white hickory. 

The improved method of fastening the heads to the handles 
makes it practically impossible for the head to fly off. 

The above features together with their specially fine finish 
make them a very attractive line to carry. 
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War or No War 


buildings are going up. And the 








builder of every one needs hardware 
to put the finishing touches on a job 
well done. But to carry out his 
building ideas to the fullest, he must 
have the material to match them, 
right up to the last stage of comple- 


! 
j 


tion. ie 


> ae 


“National” Builders’ Hardware 


will fit the need of your every builder cus- 
tomer. There is a tone about this line of 
artistic simplicity and dignity that adapts 
itself to all sorts of ‘buildings. And in the 
material every builder knows that there can 
be no better insurance of quality than the 


name “National.” 


We have an idea that our direct-from-the- 
factory plan will appeal to you. Write. 


NATIONAL MFG. CO. 


Sterling, Illinois 
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IDEAS FOR CHRISTMAS WINDOWS 


Toys and Hardware Lend Themselves Readily to the Season’s 
Demands for Display 

















Gimbel Brothers’ miniature village where Santa Claus in a toy automobile made personal delivery of twenty-five 
cent Christmas packages 


City. It is located on one of the busiest cor- 

ners where great crowds are constantly pass- 

ing. Their window displays are naturally works of 

art into which go the sales producing ideas of ex- 
perts. 

Thought, time and care are shown in their dis- 

plays, and the big Metropolitan dailies carry liberal 


({ ivy. 3 is a department store in New York 


advertising space to support the selling campaign. - 


Fitting hand-in-glove with these customer pulling 
practices, are sales tables and show cases resplen- 
dent with stocks that fairly dazzle Christmas shop- 
pers. Every aisle, every elevator, every nook and 
every corner in this immense store is used to help 
the sales people. Last year the efforts of Gimbel 


Brothers were exceptional, and after visiting every 
department people generally voted it modern to the 
tenth degree. 

One of the busiest spots in the entire store, how- 
ever, was down in the back end of the lower base- 
ment. They called it the “Santa Claus’ Prize Pack- 
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age Village.” A little stairway led up to the stage 
which held a miniature village, which was all a 
child’s imagination could wish. A toy’ automobile 
track encircled the village, and Santa Claus in a toy 
machine made personal deliveries to the delighted 
boys and girls who desposited quarters with the 
clerk in charge. If little Mary wanted a gift for 
brother she told the clerk so, and he asked brother’s 
age. Then he called to Santa Claus, concealed be- 
hind the village, that Mary Smith was after the gift 
for her twelve-year-old brother George. A package 
clerk reached for one of the neatly tied gifts in the 
twelve-year-old boy pile, placed it on the toy ma- 
chine, turned on the power and the toy Santa Claus 
puffed round the edge of the town to be stopped in 
front, where Mary’s purchase was removed from 
the automobile and delivered to her. Mary watched 
the little machine with its wonderful little driver, 
as it went on around the village, and out of sight 
behind the scenes where it stayed until it came out 
to make another twenty-five cent delivery. 
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This practical gift window produced exceptional results for Hazard Gould & Co., in San Diego, Cal., last year 


This put a Christmas thrill into the child’s pur- 
chase, and as the news spread and other departments 
began to suggest that parents take their boys and 
girls to the little Christmas village, business grew, 
and the stream of quarters rapidly grew into dol- 
lars. By this simple method Gimbel Brothers sold 
hundreds of dollars’ worth of Christmas gifts last 
year. The idea will work in the smallest village, as 
well as in the largest city, for children are the same 
wherever the Christmas bells ring their glad tid- 
ings. If your Christmas selling plans are incom- 
plete the miniature village is a money making addi- 
tion worth consideration. 


|S Kgrosmnses GOULD and hardware are synonymous 
terms out on the Pacific Coast. The company’s 
Christmas displays last year were unusually inter- 
esting, and wonderfully productive of results. The 
tool display, herewith reproduced, was one of their 
best. It is a good example of a well-balanced ex- 
hibit, and things sterling in their practical utility 
are featured in the Christmas atmosphere. The 
tinsel, the holly saw boxes, the Christmas bells, and 
the splendidly draped border is not wasted in fea- 


turing tools. It produced great business in 1913, 
and it is generally recognized that 1914 is going to 
be the banner year for common sense Christmas 
gifts. 

The arrangement of the grinders and levels on 
the two pedestals at the back of this window is 
good. The display as a whole is one easily repro- 
duced, and more than one reader of HARDWARE AGE 
will undoubtedly prove that California ideas fit well 
in other states. It is high time to start the Christ- 
mas window trims. In a short time the rush will 
be on. Wise merchants are already deciding def- 
initely what they will show, and when they will show 
it. Plans perfected to the last detail now will save 
time and worry when the business machine is going 
full steam ahead a little later on. 


yj BMORIES of the mornings when we took that 
awe-stricken creep to the Christmas tree are 
brought back with a rush by this Kelly-Brady win- 
dow display. It was used a year ago, and was one 
of the most productive displays ever made by this 
progressive Mobile hardware store. 
The company’s long window was transformed into 

















Christmas morn, a display by Kelly-Brady that is well remembered in Mobile, Ala. 
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This Morehouse Wells toy window was a business producer last year 


a room with details faithfully carried out. The lit- 
tle boy and girl have evidently made the usual whirl- 
wind rush to the Christmas tree, and when they 
finally burst in upon it are so overcome with its 
splendor that they are actually creeping up to the 
wonderful thing that holds so many realizations of 
their fondest Christmas hopes. 

The fireplace is the background with old Santa 
Claus going out the chimney top is another touch 
that added to the ecstasies of Christmas joy. 

Percolators, tool sets, roasters and carving sets 
are shown in this window, but the principal line is 
pocket cutlery and razors most artistically arranged 
on holly decorated easels. Each evening of Christ- 
mas week this window was brilliantly illuminated, 
and it was not allowed to lose its charm before it 
gave way to other seasonable goods. 


OREHOUSE WELLS & CO., of Decatur, IIL, 
have been in the hardware business a long time. 
Fully long enough to know a good thing when they 
see it, and in children’s toys as holiday hardware 
they have recognized a money-maker in itself, as 
well as a business builder for the more sturdy staple 
hardware. 


Every year their big roomy salesrooms are made 
over by the magic band of old Saint Nicholas, and 
during his brief reign toys are hardware worthy of 
the thought and attention of every one from the 
president to the cub salesman. 

Their large windows, well known in the city as 
the show place of excellent hardware, seem to take 
on a new life when toys take possession. The dis- 
play herewith reproduced is an excellent example 
of what happens when horseshoes, forges, drills 
and vises make way for toys. 

Morehouse Wells say there is good money in toys; 
they say the sudden change throws life and selling 
spirit into their sales force; they say it helps sell 
staple hardware. Their advice on this subject is 
worth more than passing consideration for they are 
successful merchants ranking well up among the 
leaders in a state where good hardware stores are 
common. 

If you are not selling toys and are considering 
doing so next year you ought to take a little trip to 
the neighboring towns to see what other hardware 
stores get out of this annual effort to be a good toy 
shop for a limited time. It may open a new line 
of endeavor to you which is comnion and profitable 
to other hardware merchants. 





Short Course for Retail Merchants 
to Be Given in February 


HE Second Annual Short Course for retail mer- 
chants will be given under the direction of the 
General Extension Division of the University of 
Minnesota, in Minneapolis, February 8 to 13, 1915. 
Addresses and demonstrations of a most practical 
nature will be made by men nationally known as 
leaders in their respective lines. Among the sub- 
jects to receive special attention are: retail store 
buying, pricing, advertising, salesmanship, account- 
ing, credits and collections, store service, cost of 
doing business, store arrangement, stock-keeping, 
store fittings, and special studies of merchandise. 
Among the best features on the program, from 
the standpoint of many retailers who will attend, 
will be the report of the committee on accounting 
appointed last year. This committee has given a 
great deal of time and thought to the subject and 
will report the outlines of an accounting system for 
retail stores that will not only give to the merchant 





the essential facts about his business, but that will 
be flexible, easy to operate, and economical. 

Another special feature of this year’s program 
will be the special sessions held by sections devoted 
to the study of merchandise. In these sections the 
fact about merchandise that buyers and salespeople 
need to know will be taken up in a manner both in- 
teresting and scientific. It is practically assured 
that there will be section meetings for the study of 
all of the main lines of merchandise such as grocer- 
ies, drygoods, shoes, paints, hardware, and furni- 
ture. 

Last year’s course at the university was voted a 
big success by the 138 merchants who were in at- 
tendance through the whole week. The success of 
this first meeting helped to start short courses for 
retail merchants in several other states. This year 
the university has determined to give a still better 
program by using the experience of last year in se- 
lecting that which the merchants themselves want 
the most. Every effort is being made to plan a pro- 
gram that will profitably employ every minute that 
a merchant spends at the course. A large attend- 
ance is expected. 








SANE OPTIMISM 


A Talk at the Annual Dinner of the Pittsburgh Publicity Association 


By C. M. LEMPERLY 
Advertising Manager, The Sherwin-Williams Company, Cleveland, O. 


HIS subject reminds me of the old lady who only 
{ had two teeth, but she thanked God they met. 
There are many old ladies under similar 
circumstances who would sit around motfrning their 
loss of teeth and would await rather impatiently 
their summons. There are many business houses 
of all descriptions to-day in somewhat similar 
straits. Some of them, not able to make their for- 
mer sales, have taken the matter optimistically re- 
alizing that things will undoubtedly take a decided 
turn for the better, while others with equal oppor- 
tunities facing them, have curtailed their efforts 
and expenditures to such an extent that it will take 
them years of time and hundreds of thousands of 
dollars to get back a market, which they should be 
dominating right now. 

Either one of two things will happen—the war 
will end everything or it will not. There are very 
few people in the world, including the most pessi- 
mistic you can imagine, who would be skeptical 
enough to predict that the world is coming to an 
end. Then it is apparent that business among other 
things must go on. In our own country it must go 
on now. It cannot wait until the war is over. In 
this country there are a hundred million of us who 
must live and who must buy all the things that make 
life possible. Who is going to supply these things? 

Manufacturers, who have been advertising and 
who can get raw materials from which to manufac- 
ture their goods, ought to keep on with their ag- 
gressive selling methods and advertising methods 
just the same as before. The time to sell and ad- 
vertise is when competitors will probably relax their 
efforts and yours will sell all the more. If your 
expenditure in time and money does not bear fruit 
at once, don’t get discouraged—there is going to be 
a great reconstruction period, which cannot help 
but boost American made products. ~ 

But the manufacturer or business man, whose 
business it seems impossible to improve right now 
on account of money conditions, ask what basis we 
have for this optimism. Mind you, we are not ad- 
vocating foolish optimism, but sane optimism, which 
is based on many conclusions. 

Those of us, who read the daily papers, need but 
little emphasis placed on such well known facts as 
the crop values, the betterment of financial condi- 
tions, the status of the farming community, the 
placing in this country of large orders to supply the 
nations at war, the outlook at this writing for im- 
provement of the cotton situation in the South, etc. 

The yield of this year’s wheat crop was in round 
numbers 891,000,000 bushels or 130,000,000 bushels 
more than last year. The yield of corn was 2,705,- 
602,000 bushels or 2,000,000,000 more than last 
years. The cotton crop gave us a yield of 7,341,000,- 
000 pounds. The value of the corn crop is $1,855,- 
000,000.00 and the value of all crops amounts to 
$5,068,745,000.00 or a gain over last year of $104,- 
000,000.00 This is despite the fact that in these 
figures we have allowed for loss on the cotton crop 
due to war conditions of $400,000,000.00. 

Statistics prove that the opening of the Reserve 
Bank in New York City relieved the National Bank 
reserve to the amount of $166,317,000.00 and a con- 
servative estimate of the amount of National Bank 


reserve will be turned into the channels of business 
is $500,000,000.00. 

With tremendous crops, with Europe hungry for 
these crops and willing to pay high prices and with 
money getting easier every day, it is plain to any 
sane thinker that we have entered into a new and 
greater prosperity than we have had for years, 
Money rates are declining daily and money is now 
being offered freely on good commercial papers at 
as low a rate as 5 per cent. 

We can scarcely pick up any copy of a daily pa- 
per from any large city without reading such items 
as the following: 

“The Gary plant of the United States Steel Cor- 
poration has opened and 5000 persons have been 
given employment.” 

“October exports from New York made the new 
high record of $88,199,144.” 

“It is understood that the Hazard Shoe Company 
has received a rush order from London for 10,000 
pair of army shoes. This concern is filling an or- 
der for 80,000 pair of shoes placed by the French 
Government.” 

“Foreign orders placed in Pittsburgh call for 
6,000,000 horseshoe nails.” 

“Railroads in the United Kingdom and other parts 
of Europe have asked for bids from Northwestern 
American Lumber concerns to furnish 9,000,000 
railroad ties and 10,000,000 feet of large timber.” 

“Exports from Boston last week showed a gain 
of 214 per cent. over the corresponding period in 
1913.” 

“A Chicago bank acting for the allies is to place 
in this country an order for 4,000,000 blankets at a 
cost of $20,000,000.” 

“One order placed in Cincinnati by the French 
Government calls for 200,000 sets of harness.” 

“Many automobile concerns are busy night and 
day in this country making trucks for nations at 
war.” 

The foregoing are only a few of dozens of such 
news items that might be quoted and which come 
to us on an authoritative basis. 

Only about a week ago Mr. Whelan of the United 
Cigar Stores, New York City, issued a general let- 
ter to executives of large concerns asking their 
friendly co-operation in the hopes that such con- 
cerns might get together and boost prosperity. As 
his reason, he proved by statistics that the balance 
of trade, which for last July was $68,000,000 against 
this country, was in October $27,000,000 in favor 
of the United States. This means a shifting of 
$95,000,000 in the balance of trade in favor of the 
United States. 

I have mentioned these things because they serve 
to give just a slight idea of the tremendous possi- 
bilities in this country at the present time. 


Boom Trust Vs. Gloom Trust 


I realize that my comments thus far have been 
largely of a general nature and I want to mention 
a few things in connection with concrete cases, 
which will bring my statements closer home and 
will show that this idea of sane optimism is not all 
theory, but can be put into very good practice by 
concerns who not only have nerve, but who have 
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faith and confidence in their own organization to 
meet conditions such as we have been facing these 
past few months. 

I have not come here to sell you paint. I have 
come to sell you an idea—and that idea is that if 
we talk pessimism and despair, we will reap pessim- 
ism and despair; if we talk prosperity and optim- 
ism, we will help just that much to reap prosperity 
and optimism. 

It is better to build a city than to bombard it. It 
is better to plow a field than to trample it. It is 
better to serve mankind than to conquer mankind. 
It is better to work for prosperity than for panic. 

As an illustration of how this is expressed, I want 
to mention a little incident that occurred the other 
day in a small Ohio town of very good manufactur- 
ing and business possibilities. 

The business men of the town—150 in number— 
were holding a little dinner. They were inclined to 
look at the business situation through favorable 
eyes. One man rose to his feet and said he would 
like to show by a practical demonstration how even 
the smallest merchant can aid prosperity by keep- 
ing his head with him at this time. 

He took a five dollar bill from his pocket and 
bought five dollars worth of coal from the coal 
dealer, who sat at his left. The coal dealer turned 
to the grocer next to him and bought five dollars 
worth of groceries. The grocer turned to the hard- 
ware man and bought five dollars worth of hard- 
ware. The hardware man turned to the dry-goods 
man and bought five dollars worth of dry-goods. 
And so the chain of business men around the room 
passed that five dollars one to the other until 
$460.00 worth of sales had been made within a very 
few minutes. The point of it is the five dollar bill 
returned to its original owner, and yet every mer- 
chant in the room had made a sale and received his 
money for it. If you multiply that by cities, states, 
and nations you can soon see that if all of us would 


continue our normal purchases instead of getting - 


panicky, there would be no hard times. If one of 
the men in that room had held up the five dollars 
_ and shown signs of cold feet it would have affected 
the prosperity and the financial transaction of all 
the remainng 149 men. I think this is a very good 
illustration as to just why we should do our best to 
maintain normal business transactions in our daily 
lives. 

At that same meeting a butcher got up and made 
some remarks. Some one asked him if the High 
Cost of Living had not affected his sales. He said, 
on the contrary he was doing the best business of 
his career. He told how he sent out weekly letters 
and bulletins advising his customers that it was 
true prices were up high. But he cautioned them 
to buy wisely and carefully. Then he went on to 
suggest which cuts of meat were economical at that 
time and were very good for the purpose. 

The paint dealer told how with everybody else 
pessimistic in the town, and with many houses un- 
rented he made capital of this by going to see the 
owners of these unrented houses, and proving to 
them how their houses would not only rent quicker 
if they were painted, but would bring more rent. 
His sales are on the increase. 

You will recall the dull outlook in the business 
world about February 1, 1914. It was at that time 
that our president, Walter H. Cottingham, called 
together, in his office, the heads of the business to 
discuss going out with an organized selling cam- 
paign with prosperity as its basis rather than 
pessimism or hard times—to talk optimism rather 
than pessimism. 

At his office that day I believe I am safe in say- 
ing was started the first organized effort by any 
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American business organization of nation wide 
standing to turn hard times into good times in ac- 
tual dollars and cents on orders. 

Of course, it would have been easy to do this by 
expending large sums of money, but the fact is that 
our “Forward Again Campaign,” which was 
launched on February 1 and which covered the 
months of February and March, brought us 11 9-10 
per cent. increase over the biggest February and 
March in our previous history. It was conducted 
at a most economical figure, proving that if your 
organization is right you don’t need such an elab- 
orate campaign as might at first be supposed. 

Briefly, our campaign was made up of personal 
letters from our president to all of our sales force, 
a continual sending out of bulletins of a ginger 
type, the offering of a president’s certificate to all 
of those men who would make their sales estimate 
for the period February-March, and who would also 
be ahead on their sales from the first of September 
through to the first of April (the fiscal year com- 
mences September 1). Prizes were offered, such as 
loving cups, banners, medals and such things, and 
the campaign was carried out along military terms 
throughout. As I stated before the campaign was 
a great success, and we attribute the fact that we 
closed our year September 1, just passed as the best 
year in our history to the fact that in February and 
March, when things were starting to fall off, we or- 
ganized this aggressive campaign and turned de- 
feat into victory. 

But you ask if there was not a re-action and if 
our men did not over-stock the trade and have a ten- 
dency to sell the dealer more than the dealer in turn 
could sell to his consumers? 

I will answer that by saying that we have con- 
ducted since 1903 a permanent “Top Notchers Sales 
Competition,” among our managers and representa- 
tives. We attribute the fact that we have had no 
reaction from our “Forward Again Campaign” to 
this permanent competition. This takes in so many 
captions that it is necessary for our representatives 
to not only make his sales to the dealer but to help 
his dealer in turn sell to the customers and to do 
good territorial work if he is to make a good show- 
ing on all the captions. Our salesmen are not so 
foolish as to pile up big figures for the sake of tem- 
porary gain, because they know it will hurt them 
in the permanent campaign. 

The reason we did not give cash prizes in the 
short “Forward Again Campaign” was that we dis- 
tribute from $18,000 to $25,000 each year in cash 
prizes at our annual convention. These prizes are 
given out as a result of men winning various cap- 
tions under our permanent competition. 

About two weeks ago we held our thirty-fourth 
annual convention in Cleveland, and if you could 
have been present you would certainly agree with 
me that it has paid and paid big to continue this 
aggressive spirit which others have been deploring. 


Leadership Counts 


I want to bring out the point that in these troubled 
times leadership counts in the business world. I 
mean by that, that this is no time for weaklings at 
the head of great business institutions. I want to 
quote briefly a statement by our president, Mr. Cot- 
tingham, male the other day with regard to busi- 
ness conditions. 

“I believe the outlook is very favorable. It sur- 
prises me constantly to see the mental attitude of 
sO many men in times of business depression. In 
this organization in times of depression we put 
forth not less energy but more energy. I believe it 
is a time for sane optimism—lI don’t mean foolish 
optimism, but I believe that there are enough fa- 
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vorable conditions in the country to make a man 
sanely optimistic. In this organization the year 
which just closed September 1 was the best in our 
history. The profits were satisfactory. We have 
high hopes of good or better business each day. 
Since our new fiscal year started we have gained 
for October over the largest October in our history. 
In November our weekly sales are showing up away 
ahead of last year which was a splendid November.” 

I believe that this is a time when executives 
should get into closer touch with their selling or- 
ganization, and keep that selling organization sell- 
ing. What good is a selling organization off the 
road? And yet we hear of many concerns having 
called in their men, leaving a clear field for their 
competitors to operate. 

We cannot expect the American business houses 
of poor financial standing and weak organization 
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to do a great deal in times of stress. It is unfortu- 
nate that in such times many of these concerns will 
not have a very good introduction in Dun and 
Bradstreet. However, we find so many organiza- 
tions of great strength financially and as far as 
their selling organizations are concerned, who seem 
to be holding back that I believe we men in this 
room should bind ourselves together in an effort to 
get such organizations actively engaged in promot- 
ing prosperity. If we here to-night could join 
hands in this movement and get the newspapers of 
this city and other cities to play an important part 
in the promoting of prosperity, think of the tre- 
mendous good that would result. And after all 
don’t you agree with me that hard times can be 


counteracted in a large measure by tightening one’s 


belt, straightening one’s shoulders, and wearing a 
smile instead of a frown? 




















Industrial parade float advertising arms and ammunition, representing the Foster-Mead Hardware Company 


Industrial Parade Float Advertis- 
ing Arms and Ammunition 


GBSEwd, capable business men are alive to the 

opportunities offered by vital current events to 
advertise their lines, at a time when the public mind 
is keen on a particular subject. 

The Foster-Mead Hardware Company, Hunting- 
ton, W. Va., wholesalers, conducting a retail business 
under the name of the Huntington Hardware Com- 
pany, in the same city, early in September entered 
a float in a large industrial parade there. 

The idea was conceived and executed by two of the 
company’s clerks, Leo True and Ben Reeves, the 
display receiving the second cash prize, although 
there was debate among the judges as to the ad- 
visability of awarding it first prize. 

The thought was to advertise arms and ammuni- 
tion in connection with the European war, having 
each country then participating in the war repre- 
sented by a distinctive officer, fully uniformed, not 
overlooking the inclusion of Uncle Sam to further 
enhance the appearance of the display. 


Hardware Association 
Publishes Essays 


HE National Hardware Association of the United 

States has published a booklet entitled ‘The 

Economic Value of the Wholesaler of Hardware and 
Reasons Why He Is Essential.” 

This pamphlet contains the five prize-winning 
articles in the contest conducted by the association 
for essays on this subject written by traveling sales- 
men. 

This pamphlet is now ready for distribution, and 
the association will be very glad to send copies to 
retail hardware merchants, their clerks or anyone 
interested. 


National 


THE F. A. HERRICK COMPANY, TOLEDO, OHIO, has 
been incorporated to take over the business that has 
been conducted for several years under the same name 
at Jackson, Mich. The business will be moved to Toledo 
and the company will place on the market a new agri- 
cultural tool rack and a new line of tool brackets for 
hardware stores. 








PUTTING CREDIT CUSTOMERS ON 
BASIS WITH CASH 


F. P. Lawrence & Co. Successfully Charges Interest on Accounts More 
Than Thirty Days Old 


hardware dealer, especially the one who 
caters to the trade of farmers is confronted, 
is the matter of credits. He has a line of good 
risk farmer customers whose trade is desirable. 


OQ”: of the greatest problems with which the 
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F. P. LAWRENCE & CO. 


HARDWARE - GROCERIES - CROCKERY 





RICHLAND CENTER, wis. 
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Every wholesale house we do business with sends us a statement the first of each month. We use 
these to check up and see if there are any errors in their accounts, as an error is much easier rectified 
if the deal is fresh in the minds of the people doing the business. 





These STATEMENTS show us just what we owe and have to pay in the next thirty days. We 
like this way of doing business and believe you will also. 

If you owe us for goods over 30 days we chasge 8 per cent interest and WE DO NOT WANT YOU 
TO PAY ANY INTEREST. All we want is your money to pay our bills so We Will Not Have to Pay 
Interest on What We Owe. 











The announcement printed at the bottom of this state- 
ment makes the collection of interest legal. 


He solicits the trade of these people, sells low, and 
then in many cases waits without interest until 
harvest season for his money. 

Last summer F. P. Lawrence & Co., Richland 
Center, Wis., decided that this method of doing 
business was out of date. They decided that if 
they must borrow money from the banks in order to 
accommodate their customers, that those who were 
accommodated must pay for the service. 

They started charging interest on all over-due 
accounts. The change was a radical one, espe- 
cially so with two live competitors in the town who 
did not adopt the same plan. Many merchants 
would have hesitated to take such a step. 

A series of letters was prepared, the first of 
which was as follows: 

Dear Sir: 

Beginning July 1, we will charge 8 per cent. interest 

on all open book accounts carried over 30 days. 


We now have accounts on our books that should have 


We have borrowed money at the 


been paid long ago. 
This we cannot afford 


bank to carry these accounts. 
to do. 

It is a discrimination against the cash buyer. 

One customer pays us cash, another asks for time. 
We want the trade of both customers and will gladly 
extend credit to a customer deserving it, but we must 
charge him the cost of carrying this account on our 
books. 

We can borrow money for 6 per cent., but it takes an 
extra 2 per cent. to pay the wages of our bookkeeper, 
buy day-books, journals, ledgers and other necessary 
books and papers that one must have to take care of 
these accounts. 

Your present worth may be $50 or $50,000, but if you 
ask us to carry you on our books over 30 days we will 
charge you your proportional share of 8 per cent. 
interest. 

The above goes into effect July 1, 1913. Or in other 
words if you had goods charged June 1 and they are 


not paid for by July 1 the interest will be charged on 
the account at that time. Yours respectfully, 
F, P. LAWRENCE & Co. 


Secoad Form Letter 

To those customers who had accounts with the 
firm at the time, the following letter was sent on 
May 1: 

Dear Sir: 

Beginning July 1, 19138, we will charge 8 per cent. 
interest on all accounts carried on our books over 30 
days. Your account now amounts to $25. If this is 
paid by July 1 you pay the amount as it now stands on 
our books. If it is not paid by July 1 we will charge 
interest from June 1. The reason for this is that the 
way we have been doing business in the past is a dis- 
crimination against the cash buyer. We want all the 
trade we can get, both cash and credit. You being 
worthy of credit we gladly extend it to you, but we 
must ask that you pay us 8 per cent. interest if you 
ask us to carry you over 30 days. We pay 6 per cent. 
interest on money we have to borrow and it costs us 2 
per cent. of our credit sales to pay the wages of a 
bookkeeper and buy the necessary office supplies with 
which to carry on a credit business. Thus you see in 
asking you to pay this interest we put you on an equal 
basis with the cash customer. As it has been in the 
past, the man who got his goods charged received a 
better bargain than the man who paid cash, as he not 
only had the goods when he needed them but he had the 
money to use elsewhere. We buy our goods on 30 days’ 
time and have to pay for them at that rate. This gives 
you three months to settle your account as it now 
stands. See if you can not start with a clean page 
on our ledger July 1. 

Yours respectfully, 
F. P. LAWRENCE & Co. 


Looked Like Failure at First 


The trying part of the plan came during the 
month of July. It is not impossible that the pro- 
prietors thought at times that they had made a 
mistake, but they stuck bravely to their program. 
In writing of the affair under date of December 1, 
Mr. Davis, of this firm says: 

“Our trade fell off $500 in June, or it was that 
much less than it was last year. During that month 
we lost some of our customers and it was the only 
time that we know of that a lost customer helped 
our business, as the talk he made was the finest 
kind of advertising we could have had, and it sent 
more cash customers to us than the ones we lost, 
and our trade the rest of the year has been better 
than ever before, and it has come in as ‘Real Money’ 
and not ‘Charge It.’ ” 

On July 1 the firm sent out a real booster circular 
letter, as follows: 

“You know that we do practically a cash busi- 
ness. You know that we can buy cheaper for cash 
and that you can. We extend credit to responsible 
people and we know you to be such or we would 
not be writing you this letter, but we ask you to 
pay for this service if it runs over 30 days. We 
charge interest on all accounts over 30 days old, 
but we do this to put the cash customer and the 
credit customer on the same basis.” 

The letter then gives the illustration of two 
men, one a cash and the other a credit customer, 
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coming in to buy a bale of binder twine, and shows 
why, owing to the increased cost of handling the 
account, the man who buys it on credit makes the 
cash customer help bear the cost of the business. 

The letter further states: 

“We have been doing business this way since 
June 1, and the increased cash sales we have is 
proof that it satisfies our customers. They will 
tell you that we sell goods for less than our com- 
petitors and for that reason they can afford to trade 
with us. 

“Our grocery competitors say that we sell at 
cost and make it up on our hardware customers, 
and our hardware competitors say that we sell at 
cost and make it up on our groceries. It is up to 
you to take advantage of these prices.” 


Makes Two Exceptions to the Rule 


In order to properly care for all of its trade this 
firm makes two exceptions to the interest rule. The 
first is in case of material supplied to a contractor 
on building operations. Such accounts are con- 
sidered due 30 days after the completion of the 
work, and are handled on that basis. 
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The second exception is to the man who wishes 
credit for an extended time and who gives notes 
for the payment of the account. In this case the 
firm writes the notes for 7 per cent. interest. 

To show how it has affected the bank account of 
the firm the following quotation from Mr. Davis’ 
letter will prove of interest: 

“On November 1 we had $7,000 more cash than 
we did May 1. So now instead of paying interest 
at the bank as we have for the last seven years we 
are lending our money.” 


Plan Will Work in Other Communities 


Richland Center is a town of 3000 and almost 
entirely dependent upon the farmer trade. It is 
apparent that if the farmers in that section, after 
having been extended long credits for their whole 
lives up to the present, will accept such a method 
for the future, and will continue trading with the 
firm which begins it, there is little doubt that 
the same plan will work in other places. Without 
doubt it would be a most welcome relief to many 
merchants, and through them to their creditors. 





KEEP UP THE CHRISTMAS SPIRIT 


By W. T. 


HILE in no wise minimizing the awful needs 

of the belligerent nations of Europe; nor even 

comparing the worst of our conditions with theirs, 

there is something for every American to remem- 

ber at this season of the year. It is that Christ- 

mas shopping has a place in the economic structure 
of this nation. 

There are communities where crop conditions and 
industrial conditions have been so discouraging that 
one hears on all sides the remark “there’s going to 
be mighty little Christmas at our house this year.” 
That’s the wrong spirit. There might be a few 
localities where actual want is facing the people, 
but most of us do not know how well off we really 
are—do not stop to “count our blessings.” We may 
mean that we do not intend to waste much, or any- 
thing, on useless things; but first let us see if the 
gift is useless. A little old rag doll—useless?— 
can bring more pleasure and profit to a child, in the 
most receptive and easily molded period of life, 
than the same amount, or a good deal more, spent 
time and again throughout the year, does to its 
parents. So let us be careful what we finally de- 
cide is useless, and also consider if some of our 
expenditures at other seasons might be cut down, 
to provide for the expected giving and receiving at 
Christmas. 

Neither is what we spend wasted. Take a 25- 
cent pocket knife, for instance. Not much account, 
maybe, and it may not last long, but, besides doing 
its share towards making the man look back on his 
boyhood Christmas with pleasure, it goes way be- 
yond. Have you ever seen a knife in the making? 
One workman has one part to do, and another some- 
thing else, until it has taken two or three hundred 
men to produce the finished knife. 

These men have families to support all year 
round, and the knife you buy or sell at Christmas 


EVERS 


helps to feed and clothe some other man at another 
season of the year. You may say you cannot afford 
to spend even a little amount, and that it would not 
be missed anyhow, but you could say the same of 
one man’s support of any cause. You leave off, and 
the man next to you, and so on, and the knife fac- 
tory will shut down. You are just one and your 
purchase is small, but this whole country is so 
closely connected and dependent, each section upon 
the other, that we cannot afford to take such narrow 
views. 

There are dozens, perhaps hundreds, of good and 
distinctive Christmas sellers, upon the sale of which 
during December thousands of men are depending 
for the necessities of life. Trace the steps even 
further back, and the lesson comes home to the 
farmer in the south, or the cattle man upon the 
western plains, who sells his products to the man 
who makes the knife, to the man who makes the 
steel, to those who mine and handle the ore, and 
so on. It is, indeed, selfish to say we will keep 
all our little pot of money, made off these con- 
ditions, covered up for “a rainy day,” and deny the 
child his Christmas or an army of others the neces- 
sities of life and their own Christmas too. 

Think of the dealer, the jobber and the manufac- 
turer, who, long ago, had to plan for holiday shop- 
ping and buy the goods which we, through custom, 
buy in December. Shall we ask them to bear all 
the expense and loss that would follow this well- 
meant, perhaps, but mistaken view of ours—if we 
do really intend to cut off Christmas presents? 
Don’t do it. Buy as though you could easily afford 
it, for you can, but buy wisely and as freely as you 
have been accustomed to buy, and, if need be, make 
it back during the other eleven months through a 
little extra energy and planning—thrift, if you 
please. 
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Prepared by Hardware Age Window Trimming Specialists 


HE permanent window backgrounds which are 
T in vogue in retail stores to-day require timely 
embellishments for special occasions to give 

a distinctive change in the show window’s appear- 
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Pen lettering and an illustration taken from a HARD- 
WARE AGE advertisement of Robt. H. Ingersoll & Bro., 
New York City 


ance. This is necessary in order to leave the favor- 
able impression with the public, especially at 
Christmas time, that seasonable merchandise is on 
display. 

Decorations of this character are usually placed 
along the upper portion of the background proper 
at a hight that is of little value for merchandise 
showing. Experience has proved that goods dis- 
played beyond an easy line of vision to the eye are 
rarely productive of sales. Therefore, this space 
which ranges from five to eight feet from the floor 
of the window, according to its size, can be used 
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Combination pen and brush lettering with an illustra- 
tion taken from a HARDWARE AGE advertisement of the 
Shapleigh Hardware Company, St. Louis 





to a better advantage to embellish the window, all 
of which has a tendency to reflect a high quality 
appearance on the merchandise. 
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Another point in favor of low merchandise trims 
is the fact that goods displayed high in the win- 
dow invariably give an inartistic, cheap, junky 
effect. In a display of merchandise for gift pur- 
poses, the opposite impression is to be desired. 

Our illustration shows a decorative feature 
which may be placed at the upper portion of any 
window. While our design shows this placed in 
front of the background screen, it can be used to 
equal advantage against the background proper. 

The central feature consists of the circular 
piece of composition board, in the center of which 
is mounted a papier-maché Santa Claus painted 
in natural colors. The board is covered with green 
tissue paper, edged with a border of red Japanese 
art roping. A festoon of holly is shown at the 
lower portion of the circle. Radiating from the 
center design to the sides we show festoons of the 

















Window frieze suggestion suitable for a showing of 
Christmas merchandise 


tinsel or art roping running over to a series of 
bells in graduated sizes. These bells can be secured 
in different finishes, in paper or Japanese art rop- 
ing and tinsel. If you cannot secure bells, possibly 
tree ornaments will answer for this purpose. 

This is a design which can be extended or con- 
densed to suit the requirements of any size win- 
dow. 

Our accompanying show cards reproduce two ex- 
cellent designs especially suitable for the holiday 
season. 

The Ingersoll card shows the use of pen lettering 
throughout and the other card the use of com- 
bination pen and brush lettering. 

The illustrative embellishments are taken from 
the advertising pages of HARDWARE AGE. These 
cards are laid out on quarter sheets, size 11 x 14, 
with a white background in black lettering. 











PRYING IT LOOSE 


How the New England Hardware Association Is Collecting Past Due 
Accounts From Its Members 


By GEORGE A. FIEL 
Secretary New England Hardware Dealers’ Association 


HE object of a retail hardware association is 
di to promote the commercial welfare of its 
members but the commercial means of an 
association is limited to a certain extent in this 
work; for instance, at the present time, and, in ac- 
cordance with business methods of the day, it is 
almost an impossibility for an association to aid the 
commercial welfare of its members by conducting 
such work as buying for them. In other words, 
there are certain departments of endeavor which 
may readily be conceded as beneficial to the dealers 
which an association is incapable of handling. 
Among these, due in some cases to state laws or to 
the investment necessary, is found the collection 
service. 

The collection work—the collecting of old ac- 
counts. This has been, more or less, successfully 
tried by some of the state organizations, but has 
required the establishment of an outside agency or 
affiliation through which the association may oper- 
ate. But this move is not always considered advis- 
able. It is sometimes better that an association 
shall keep itself clear of all legal entanglements, and 
these are apt to arise in the conducting of a collec- 
tion department. 

However, there is no reason why any hardware 
association should not assist its members in the 
collection of accounts or, in other words, investigate 
reasons why bills are not paid. This is the system 
which the New England Hardware Dealers’ Asso- 
ciation had adopted and in the working of which it 
has met with marked success. 

The following letter from a member in Stone- 
ham, Mass., explains itself: 

As a result of the letters you send out for us we have 
received the following: 


Ns las ee ee daw ew.b kee one a8 $8.09 
SG. eR CE UES nu ea 6 anes RMS eek ee ee nae 25.12 
em cee eee 28.00 
a i ehh bee cd bd st ees 5.00 
NS aaa eo ees EN ao eae does owed 11.12 


I feel as if we ought to pay you something for your 
trouble. I enclose a dollar for subscription to the Hard- 
ware News, and if any other expense is made please let 
me know. Yours very truly. 

Another member in Bangor, Maine, reports one- 
half the accounts he sent us collected, and replies 
from others. 

Our first letter is as follows: 

. DEAR Sir: We herewith enclose to you statement of 
your account with Company, Roxbury, Mass. 

Kindly advise this office whether or not the amount of 
the account is correct. Mr. advises us that the 
account has been due for some time, and has referred 
the matter to our Collection Service Department for in- 
vestigation. 

A prompt reply would be greatly appreciated. 

Respectfully yours, 
(Signed) Geo. A. FIEL, Secretary. 

If there is no response to this in about ten days, 
we send the second letter: 

DEAR SiR: We wrote you under date of ——,, and the 
letter undoubtedly has reached you, as it has not been 
returned to this office by the Post Office. 

We inquired relative to your account with 
pany, Boston, Mass., which amounts to 

Will. you kindly inform us by return mail if there are 
any reasons why you should not settle the account? 
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If we do not hear from you promptly we will be forced 
to take further steps in the investigation of the matter. 
Respectfully yours, 
(Signed) Greo. A. FIEL, Secretary. 


After a two weeks’ wait, if no satisfactory word 
comes back, we send the third letter: 

DEAR Sirk: We wrote to you under date of , and 
also another letter under date of , relative to your 
account of with , Boston, Mass., which was 
placed in our hands for investigation. 

Neither of the letters written to you have been re- 
turned by the postal authorities, therefore we assume 
that you have duly received them, and we do not under- 
stand why you have not extended us the courtesy of a 
reply. 

We are not endeavoring to collect this account for the 
company, but for the future protection of this concern, 
as well as other hardware dealers, members of this as- 
sociation, in the district you reside, it becomes our duty 
to make every effort to determine your reason for not 
paying, if any. 

We must hear from you within one week, otherwise 
we will proceed with our investigations. The amount 
involved is very insignificant as a cause for loss of 
credit among the dealers of your city. 

Respectfully yours, 
(Signed) Geo. A. FIEL, Secretary. 


We are happy to state that the first form only 
has brought most of the results, so that the second 
and third forms are seldom used. 














Why Men Fail 


HE old proverb as to a man, largely speaking, being 
the architect of his own fortunes has been amply 
borne out by Bradstreet’s statistics of the causes of 
failure, now in their twenty-fourth year of compilation. 
Eight leading causes have been grouped as proceeding 
from the individuals themselves, while three reflect the 
influence of happenings beyond their control. These 
causes class as follows: 
A.—Due to faults of those failing; 

Incompetence (irrespective of other causes). 

Inexperience (without other incompetence). 

Lack of capital. 

Unwise credits. 

Speculation (outside of regular business). 

Neglect of business (due to doubtful habits). 

Personal extravagance. 

Fraudulent disposition of property. 

B.—Not due to faults of those failing: 

Specific conditions (disaster, etc.). 

Failure of others (of apparently solvent debtors). 

Competition. 

In 1913 80.5 per cent.—almost exactly four-fifths of 
the failures, in fact—were attributed to the shortcom- 
ings of those who failed, while 19.5 per cent. were 
classed under causes apparently beyond their control. 

—Bradstreets. 


AT THE RECENT ANNUAL MEETING of the board of di- 
rectors, American Rolling Mill Company, Middletown, 
Ohio, George C. Charls, formerly assistant secretary 
and manager of sales, was elected vice-president and 
manager of sales. Mr. Charls has been connected with 
the American Rolling Mill Company over 12 years, and 
his experience has been gained through service in al- 
most every department from the shops to his present 
position. 


ALL ENTHUSIASTS may not be good salesmen; but all 
good. salesmen are enthusiasts. 





MADE IN DENVER 


. 


Hardware Store a Mile High Grew from Small Initial Stock 
By “THE ASSISTANT MANAGER” 


- 


A view of the interior of the Bilbrough-Jones Hardw are Company, 


HE Bilbrough-Jones Hardware Company was 
incorporated in Denver, Col., January 9, 1899, 
by H. J. Bilbrough, P. L. Bilbrough and J. F. 


T 


Jones, and even Denver, where things are often done 
suddenly and on a large scale, was not astounded at 
the news, the reason being that the stock consisted 
of only $1,500 worth of hardware and fixtures. An 


- 


showing the neatly arranged stock 


outsider wouldn’t have looked upon that merchan- 
dise in its little 16 x 75-foot building as being capa- 
ble of producing a living for three partners, but this 
opinion would have been expressed only by an 
analysis of the cold goods. If an investigator had 
probed at all into the thoughts, determination and 
character that coupled up to that $1,500 stock his 


This view of the interior of the Bilbrough-Jones Hardware Company, shows the compact grouping of some of 
the firm’s many lines 
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report might have been as golden tinted as a Colo- 
rado sunset. 

Denver is a little over a mile high, and the sun 
comes .up early and stays out late from such a pin- 
nacle, but for several years these men beat the sun 
out in the morning, and put it to bed at night. 
Their hours of work were limited only by their pow- 
ers of endurance, and when men work that way cap- 
ital doesn’t have to run into five figures to bring 
results. 

Every year they showed an increase in business, 
and every inventory showed more goods in stock. 
The 16 x 75-foot building has been expanded to a 
model store room 50 x 100 feet, and the overflow 
has comfortably filled a 75 x 100-foot warehouse. 
The annual sales are about $80,000, and the firm’s 
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credit is such that jobbers and manufacturers are 
more than ready to ship them goods. 

This instance of success may well be taken as an 
example of what men with small capital and big re- 
solves can accomplish. The pictures herewith 
reproduced show a store that is a model of neatness. 
This store is a reflection of the men who own and 
manage it. Stores like this are seldom owned by 
men who do not pay their bills. Salesrooms are sel- 
dom kept in such order by men who do not collect 


' their accounts. 


The immaculate care with which these goods have 
been arranged indicates an interest that tells us that 
the same men know how, when and where to buy. 
Denver has many beautiful stores. This is one. of 
her own making. 





Laneaster Firm Gives Public Re- 


ception to Santa Claus 


LANCASTER, PA. 
HARDWARE AGE. | 
Gentlemen: 

We are enclosing herewith. the slivertiaintent 
which appeared in three of our city daily papers, 
advertising the opening of our “Toytown,” as also 
the public reception to’Santa Claus. 

We carried out the program to the letter. We 
had a’street parade, consisting of a runabout auto- 
mobile with an excellent bugler in the lead, followed 





GRAND OPENING OF 
TOYTOWN 


A Royal Reception to Dear Old Santa Claus 


Where he is the entire’ first floor, 240 feet and 27 
eee “mag Most Up-to-Date Une of Toys 


i 
Bee. 


ccas the largest Auto ‘Truck 
applications for the free automobile ride: must 
aa piel Street, not later 


‘SANTA. CLAUS HOME AT 


Sprecher and Ganss 
25 EAST KING STREET. 


Advertisement used by Sprecher and Ganss for the 
opening of their toy. department 


by three of our delivery wagons, beautifully deco- 
rated and loaded with toys of all kinds. The horses 
were finely groomed, and the harness was polished. 
Then followed our motor truck with about fifteen 
children. This was followed by the largest motor 


- held the public reception. 


truck which could be procured in the city. This we 
loaded with seventy-five children and a typical 
Santa Claus. The parade made a most attractive 
appearance. The children were given large tin 
horns, hand bells and a lot of other,noise makers, 
and ‘were.instructed to make as much noise as pee 
sible; which they did to. perfection. | 

In. the afternoon from 2 to about 9.30 Dp. m., we 
Such a mob of children 
and adults you could not-imagine. We handed out 
5000 souvenirs, which were all exhausted about 4.30. 
Mr. Ganss, who had mapped.out the detail work can 
say without. exaggeration, that there was not less 
than 8000 to 10,000 people, young and old, who vis- 
ited the store, the largest mass of people ever gath- 
ered in one store in our city, in the space of about 
seven and a half hours’ time. It cannot be done in 
any other line of business unless you offer gold dol- 
lars as souvenirs. 

The scheme was a great success, and will be a big 
trade producer. 

You are at liberty to publish this in HARDWARE 
AGE for the benefit of firms in the toy business. 

Yours respectfully, 
SPRECHER & GANSS. 


Market for American Hardware in 
Chile 


AMERICAN CONSULAR SERVICE. 
HARDWARE AGE: VALPARAISO, CHILE. 


Gentlemen: 

I beg to acknowledge receipt of your letter of 
September 12 with copy of HARDWARE AGE-under 
separate cover and thank you for the same. This 
publication has been placed on the reading table in 
this consulate where it may be seen by interested 
callers and will later be sent to the “Bolsa Commer- 
cial” and thus be put to the best possible use. 

There should be a good opening here for Ameri- 
can hardware as soon as conditions are relieved tc 
some extent as a great deal of the hardware previ- 
ously brought into the country has been of English 
and German make. At present conditions are such 
that great results cannot be expected, but it is an 
excellent time for American manufacturers to get 
in touch with the market and study the field thor- 
oughly and be in position to supply what demand 
there is, thereby establishing a firm foundation for 
the business which is sure to result when conditions 
again return to normal. 

-If this consulate can aid you further in any way, 
please let us know. 
Very respectfully yours, 
Apis B. EASTERLING, 
American Vice-Consul in Charge. 
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Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914. W. B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. L. 
D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22,1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915.-° Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 
1915. M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Hotel McAlpin, New 
York City; Convention sessions will be held in ball- 
room of the Washington restaurant, Broad street, 
Newark, N. J. W. P. Lewis, secretary, Hunting- 
don, Pa. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 

THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R. Sale, secretary, Mason City. 

CONNECTICUT RETAIL HARDWARE ASSOCIATION 
CONVENTION, Meriden, February 16, 17, 1915. 
Headquarters, Winthrop Hotel. Henry S. Hitch- 
cock, secretary, Woodbury. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Fargo, February 17, 18, 19, 1915. 
C. N. Barnes, secretary, Grand Forks, N. D. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. : 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. D. 
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ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 4, 5, 6, 1915. Grover 
T. Owens, secretary, Little Rock. . 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 138, 1915. 
G. E. Noblit, secretary, Tarpon Springs. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 


Pittsburgh Dealers Meet 


bbe regular monthly meeting of the Pittsburgh 

Retail Hardware Dealers’ Association was held 
in the Fort Pitt Hotel recently. W. F. McQuiston, 
president, was in the chair. This was by all odds 
one of the most largely attended and best meetings 
ever held by the association, interest throughout the 
entire proceedings being keen. 

It was announced in the notice sent out of the 
meeting that prizes would be awarded for the win- 
dow dressing contest, which has been on among the 
members of the Pittsburgh association for the past 
month. This contest was for the best hardware 
window display. No stipulations were placed upon 
what goods were to be displayed, every contestant 
being permitted to show such goods as were season- 
able or salable in his district. There were eight 
prominent hardware stores entered in this contest 
and the awarding of the prizes was done from photo- 
graphs of the windows which were submitted at 
the meeting and by vote of the members. 

The first prize, a $10 gold piece, was awarded to 
the Ore Hardware Company, Homestead, Pa. For 
the second, third and fourth prizes, there were three 
ties, these being W. F. McQuiston, the Oakland 
Hardware Company and the Samuel McKnight 
Hardware Company, of the North Side, Pittsburgh. 
The second prize was a $5 gold piece and two sets 
of books donated by Roy F. Soule, editor of HARD- 
WARE AGE. 

W. P. Lewis, secretary of the Pennsylvania & 
Atlantic Seaboard Hardware Association, was pres- 
ent and made a very interesting address. His re- 
marks were largely confined to the coming conven- 
tion of the Pennsylvania & Atlantic Seaboard 
Hardware Association, to be held in Newark, N. J., 
in February. He urged the members of the Pitts- 
burgh association to stir up as much interest as 
possible, to get as many new members as they could 
and to have as large a representation at the Newark 
convention as possible. Mr. Lewis complimented 
the Pittsburgh association on the interest taken in 
its meetings, the large attendance, and especially 
the willingness of all members to do their share in 
getting best results from the meetings. 

H. S. Schneider, Erie, Pa., a member of the 
executive committee of the Pennsylvania & Atlan- 
tic Seaboard Hardware Association, was also pres- 
ent, and made a short address, mostly along the lines 
of the talk given by Mr. Lewis. Mr. Schneider 
urged that every member of the Pittsburgh associa- 
tion give as much attention and as much of his time 
to the association as he possibly could, as he was 
sure to get it back again in the good results ob- 
tained. 

A vote of thanks was tendered by the association 
to Roy F. Soule for his interest in the window dress- 
ing contest, and also for the prizes of the books 
which he donated. It was resolved to send the en- 
tire set of photographs to Mr. Soule, in order that 
he could make any comments on them he might de- 
sire. While no definite date was set, it is likely 
there will be another window dressing contest not 
later than March, possibly before that time. 








NEW BUILDING FOR PALACE HARD- 
WARE HOUSE 


Store Destroyed by Fire Replaced by Modern Structure 


Erie, Pa. now nearing 

completion and owned by 
the United Hardware & Supply 
Company, of which S. S. Bryan, 
of Titusville, Pa., is president 
and treasurer, will soon be ready 
for occupancy. This store is on 
the site of the old store destroyed 
by fire on February 4, 1913. 
When contemplating building op- 
erations, the first thought of Mr. 
Bryan was to restore the old 
building for the purpose of a 
hardware store, but the land 
being so valuable would have 
made the cost for rental so high, 


T's Palace Hardware House, 











The new Palace 
Hardware House 


saddling such a high charge 
upon the hardware store for 
what would be the equivalent of rent. They 
have a lot 42 feet front by 163 feet deep. They 
therefore decided to erect the building as shown 
above, which consists of the first floor and basement 
the entire size of the lot. The first floor has a 20- 
foot ceiling, and on the first floor there is a mez- 
zanine about 70 feet in length, with balconies 7 feet 
wide around the rest of the storeroom. Extending 
back for 68 feet from the front of the lot is a steel 
structure of twelve stories, eleven of which it is cal- 
culated to conduct as a first-class office building. 
Mr. Bryan’s idea in the equipment of this store 
was to have it as convenient as possible, so as to 
facilitate the handling of the business, both as to 
sales and deliveries, in the most economical manner. 
He has especially sought*to avoid elaborateness in 
the equipment; desiring to retain in the minds of 
the trade the distinct idea of a hardware store. The 
wall shelving is from the factory of the W. C. 
Heller Company, Montpelier, Ohio, their pivot door 
fixtures being largely used. All the counters in the 
store and the shelving on the walls of the mezzanine 
were made by the Exhibition Show Case Company 
of Erie. The counters have glass fronts 8 inches 
deep, and are lined with black felt for the further 
display of merchandise. All the fixtures of the 
store are of plain red oak, stained with B. S. acid 
gray stain and filled with a special white wood filler, 
and finished with B. S. wax. This finish is rather 
unusual, but the whole effect is cheerful, and it is 
far less liable to show wear and scratches than a 
varnish finish. The cable system of cash carriers, 
made by the Standard Store Service Company of 
Hartford, Conn., is used to carry the cash to the 
cashier’s office, which is in the extreme southeast 
corner of the main floor, where the main accounting 
offices of the store are located. This system has 
thirteen stations, nine being located on the main 
floor, two in the basement, and two on the mez- 
zanine. The lighting system employed, it is hoped, 
will be very effective. It is known as the “semi- 
indirect,” and will consist of ten 21-inch parian 
bowls, in each of which is a 300-watt nitrogen lamp. 
Under the balconies and on the mezzanine will be 
about eighty 60-watt reflector lights. It will, how- 
ever, be distinctively a daylight store, as there is a 
fine skylight located in the middle of the store, and 
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that the owners hesitated about 


there will be good light in both front and rear. The 
whole store is finished in pure white, the better to 
reflect the electric lights. In another issue we hope 
to give our readers a clearer idea of the floor loca- 
tion of various stocks. 

On the rear of the lot, which is 165 feet deep, the 
concrete building is erected, connecting with the 
main floor, and there are two large floors besides the 
cellar, the main floor and the mezzanine. These 
rooms are 40 x 80 feet, and are to be used for ware- 
house purposes. 

The United Hardware & Supply Company was or- 
ganized by Mr. Bryan in 1902, and immediately took 
over the S. S. Bryan store at Titusville, Seep Broth- 

















S. S. Bryan, president of the United Hardware & 
Supply Company 


ers’ store, at Oil City, and the Palace Hardware 
House, at Erie. The officers are S. S. Bryan, presi- 
dent and treasurer; Joseph Seep, vice-president; 
Charles R. Church, secretary; C. C. Fritts, general 
manager, and Charles Graham, manager, Palace 
Hardware House. The directors are: 8S. S. Bryan, 
Joseph Seep, Arthur F. Seep, C. R. Church and E. D. 
Carter. 

S. S. Bryan commenced the hardware business in 
1876 with the Logan-Gregg Hardware Company at 
Pittsburgh. In 1884 he moved to Titusville, where 
he bought the hardware business in the same loca- 
tion now occupied by the S. S. Bryan store. He has 
also been identified for many years with the oil and 
natural gas business, but still takes an active part 
in the management of the hardware stores. He took 
an early interest in hardware association affairs, 
both state and national, and is at the present time 
vice-president of the Pennsylvania Retailers’ Hard- 
ware Dealers’ Insurance Company, which has head- 
quarters at Huntingdon, Pa. 

While Mr. Bryan is gratified with the idea of the 
well equipped store, he at the same time realizes 
the great responsibility of attempting to make a 
hardware store pay in a city the size of Erie, where 
the expenses are necessarily large, but hopes by 
careful attention to each detail, and with the assist- 
ance of able and faithful associates, to make a suc- 
cess of the business. 
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Freedom of Shipping Now Big Issue—Export Balance Increases— 
American Tools Going Abroad 


WASHINGTON, December 6, 1914. 
HE matter of the establishment and recogni- 
i i tion of neutral trade zones, for the protection 
of coastwise traffic between North and South 
America, is receiving much attention just at the 
present time from Administration officials concerned 
with the foreign trade. 

While it is admitted that the'operation of such a 
neutral trade route would be highly desirable, and 
would operate to substantially enlarge the inter- 
change between the United States and Latin Amer- 
ica, there is much doubt whether the warring na- 
tions of Europe would pause long enough to consider 
a proposition of this kind. 


Belligerents’ Warships Hinder U. S. Trade 


The reason for proposing this neutral zone in 
North and South American waters is an attempt to 
avoid the delays and annoyances of the searches that 
are now insisted on by both British and German 
Governments. British vessels are constantly on the 
search for German merchantmen, while the German 
cruisers are on the alert to catch British merchant- 
men. Every now and then the ships of neutrals 
with innocent cargoes aboard are held up. The 
knowledge of this condition of affairs has operated 
to very seriously impair the trade between the two 
Americas. 

A conference for the discussion of this matter is 
to be held this coming week under the leadership of 
the Pan-American Union, which is a semi-official 
organization of all the American States with Sec- 
retary of State Bryan as ex-officio chairman. The 
United States doubtless will be asked to use its good 
offices with the warring nations to have such a neu- 
tral route recognized and protected by them. 

Now that the credit and exchange situation is 
gradually being worked out to a fairly satisfactory 
point, the question of protection of neutral cargoes 
is coming up to worry the Washington officials 
charged with holding up the commercial end of the 
Administration. 

Great Britain holds the key to Northern and 
Western Europe, insofar at least as the foreign 
trade of the continent is concerned. While there 
has been nominally a certain liberality in permitting 
American cargoes to go forward into enemy terri- 
tory, and provision made for return cargoes of com- 
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modities required in the United States, the lines 
are being materially tightened, and neutral shipping 
correspondingly impaired. 

The efforts of the Washington Government are 
being directed in an attempt to bring about a clearer 
understanding with Europe, and particularly with 
Great Britain, whereby American non-contraband 
cargoes will have the full freedom of the seas. 

An excess of exports over imports of approxi- 
mately $70,000,000 during the month of November 
is shown by Secretary of Commerce Redfield, in a 
report during the week covering the nation’s for- 
eign business for the fourth month of the European 
war. 

Foreign purchases of manufactured articles, the 
report continues, will show a steady increase, while 
greater exports of farm products and of cotton are 
a certainty, and thus the balance of trade each 
month for many months to come will run heavily in 
favor of the United States. 

_ The figures of the November report are for twelve 
customs districts, handling over 80 per cent of the 
foreign trade. They show exports for the month of 
$167,000,000 and imports of $103,000,000. 


American Tools Going Abroad 


An interesting phase of the foreign trade devel- 
opment is the large place being taken by the 
American machine and hand tool. While these 
products have always of late years helped to swell 
the American export trade, the call for them is riow 
enormously increasing. 

The Department of Commerce has just sent a 
special agent to South America to specially investi- 
gate the market for American tools, with the ex- 
pectation that the demand there will be found of 
such proportions as will very substantially stimulate 
the industry in this country. Russia is another field 
that is being energetically worked in the interest 
of American tools and hardware. 

To what extent, if any, this increase in the ex- 
port trade will affect the domestic supply and prices 
is a question that may come to be considered later 
on. Experts here say the enlarged capacity and 
output should naturally operate to decrease the cost 
and that, therefore, if the domestic price is to be 
affected it should show a drop rather than a rise. 
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The opening of the New York Stock Exchange 
for limited trading, and the prospective resumption 
of general trading thereon; the arrangement in 
Paris to open the French exchange early this month; 
the practical certainty of the London exchange 
opening early in Januar;—these events are being 
pointed to by men of affairs in Washington as 
indicating the rapid re-organization of the business 
machinery of the world. 

Financial conditions as reported in the District 
of Columbia are now of the very best, and the mer- 
chants and business men generally are preparing 
for a large and satisfactory holiday trade. 

The right of a manufacturer or distributor to 
refuse to sell to a so-called “cut rate” merchant will 
shortly be fought out in the local court and will, in 
all likelihood, be carried to the United States 
Supreme Court for final adjudication. 

A Washington merchant, operating a number of 
“cut rate” stores, has filed suit in the District Su- 
preme Court against a manufacturer for refusing 
to sell him a certain line of perfumery unless a fixed 
retail price was agreed to. 

This same question was recently raised by Macy & 
Co., of New York City, in a suit filed against the 
“book trust.” It was settled out of court, how- 
ever, before coming to a decision. The case now 


National Trademark Design 


an effort to give definite form to the “Made In 


The U. S. A.” movement which has started 
' sporadically in various parts of the United 
States in the various industries, the Detroit 


Board of Commerce offers a prize of $500 for the 
best “Made in Detroit, U. S. A.” trademark sub- 
mitted by an American designer. 

It is the purpose of this contest to secure a 
trademark which shall represent American goods 
both in home and foreign markets; to secure a 
trademark which shall be suitable for use on all 
classes of American products. 

Upon the selection of the label which seems best 
adapted to the uses briefly outlined above, the 
Detroit Board of Commerce will present this label 
to the manufacturers of the United States, to 
other boards of commerce, to the National Cham- 
ber of Commerce and to the National Association 
of manufacturers. 

It is the earnest desire of the Detroit Board of 
Commerce that a design for the “Made in U. S. 
A.” trademark be submitted by every prominent 
American artist and designer. The board wishes 
to secure the one trademark which shall, better 
than all others, represent the United States of 
America on its products. 

While the present contest is for the purpose 
of selecting a National Label for use on all goods 
made in the United States, the Detroit Board of 
Commerce foresees the possibility of certain cities 
or of manufacturers in certain cities desiring to 
use the name of their particular city in connection 
with the “Made in U. 8S. A.” trademark. For that 
reason all designs submitted in this contest will 
bear the words “Made in Detroit, U. S. A.,” and 
must allow sufficient space for the insertion of 
the name of any city. The judges in this contest 
will pay particular attention to the satisfactory 
arrangement of space for the accommodation of 
city names as outlined in Rule 5. 


Rules of the Contest. 
1—Any person born in the United States or at the time 
of this contest a naturalized citizen of the United 
States shall be eligible to competition. 
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pending is expected to bring a definite ruling with 
regard to this important matter. 

The Interstate Commerce Commission has sus- 
pended until March 31, 1915, the proposed increases 
in freight rates recently filed by all Western rail- 
roads. A hearing will be arranged soon after the 
first of the year for receiving arguments both for 
and against the increased schedules. 

As quite generally forecast, the commission has 
allowed the recent general advance in passenger 
fares throughout eastern and central association 
territory. The increases in passenger rates will be 
one of the strong arguments brought forward by 
commercial and industrial organizations for deny- 
ing any further advances in freight schedules. 

Federal Trade Commission 

President Wilson is expected shortly to announce 
the names of the men decided upon for the new 
Federal Trade Commission, which is scheduled to 
begin work soon after January 1. A tentative list, 
it is understood, has already been agreed upon. 

Joseph Davies, Commissioner of Corporations, 
whose bureau is to be merged into the commission, 
and John H. Fahey, of Boston, president of the 
United States Chamber of Commerce, are persist- 
ently mentioned as two of the probable com- 
missioners. 


2—All designs shall be submitted on paper or flexible 
board 8% x 11 inches. 
38—All designs submitted in this contest must be of 
such character as to lend themselves to repro- 
duction in any size by all of the following 
methods: , 
a—Lithographic or color process printing. 
b—Textile label in color. 
c—Zine reproduction in one color. 
d—Stencil. 
e—Metal stamp or die. 
4—All designs submitted must be shown in two forms 
of the same size. 
a—lIn full color. 
b—In line. 
5—All designs submitted in this contest must bear the 
following words: 


“MADE IN DETROIT, 
U. S. A.” 


6—All designs must be strictly national in character. 

No design will be considered if it carries any 
feature of strictly local character. 

7—The artist’s name or initials shall not be an integral 
part of any design submitted. 

8—All sheets bearing designs submitted for this con- 
test must have attached to them a plain sealed en- 
velope containing a card with the artist’s name 
and address plainly written on it. 

9—All designs submitted in this contest will, upon re- 
quest, be returned if postage is sent for that pur- 
pose. 

10—All designs must be submitted to the “Made in 
Detroit, U. S. A.” Committee, Detroit Board of 
Commerce, Detroit, Michigan, on or before Feb- 
ruary 25; 1915. 

11—For the design selected by the judges in this con- 
test, the Detroit Board of Commerce will pay the 
sum of $500. The design selected is to become 
the property of the people of the United States of 
America and in consideration of the payment of 
$500 by the Detroit Board of Commerce, the 
artist whose design is selected shall waive all fur- 
ther claim, financial or otherwise, upon the De- 
troit Board of Commerce, or upon any manufac- 
turer, distributor, civic organization or other man 
or body of men who shall use this trade mark in 
connection with any product made in the United 
States of America. 











Yes, Why Not? 


66 TONES, the captain wants you, matey. What-cher 
bin doin’?” 

“It’s that dog!” ejaculated Private Jones, as he made 
ready to appear before his superior officer. 

“Jones,” said that worthy, “this gentleman complains 
that you have killed his dog.” | 

“A dastardly trick,” warmly interrupted the owner 
of the dog, “to kill a defenseless animal.” 

“Not much defenseless about it,” chimed in the pri- 
vate heatedly. “He bit pretty freely into my leg while 
I was on sentry duty, so I ran my bayonet into him.” 

“‘Nonsense!”’ answered the owner angrily. “He was 
such a docile creature. Why did you not defend your- 
self with the butt of your rifle?” 

“Why didn’t he bite me with his tail?” asked Private 
Jones humbly.—Philadelphia Record. 


Wasn’t Foreman at Rome 


HE uew foreman was a hustler. Nothing escaped 
his eagle eye, and whenever he saw a workman 

suffering from a tired feeling he quickly woke him up. 

So when he discovered a bricklayer snatching a quiet 
pipe behind a wheelbarrow his wrath arose mightily. 

“What do you think you’re paid for? Get on with 
your job, if you don’t want to get fired pretty sharp.” 

“All right, boss,” rejoined the workman. “Keep your 
’air on. Rome wasn’t built in a day, you know.” 

“That may be,” rejoined the hustler, “but I wasn’t 
foreman of that job.”—Kansas City Times. 


A Choice 


LITTLE girl about six years old was visiting 
friends, and during the course of the conversation 
one of them remarked: 
“T hear you have a new little sister.” 
“Yes,” answered the little girl, “just two weeks old.” 
“Did yeu want it to be a little girl?” asked the friend. 
“No, I wanted it to be a boy,” she replied, “but it 
came while I was at school.”—Exchange. 


“Not Like Us” 


RS. ANDERSON’S husband is Scotch. Mrs. An- 
derson is an American woman and she has in her 
employ as black a cook as ever descended from Ham. 
One day the cook said to her mistress: 
“Yo’ husband he ain’t no ’Merican, is he?” 
“Oh, no, Phoebe; he is a Scotchman,” replied Mrs. 
Anderson. 
“Well,” said cook, “I could see he wasn’t like us, 


missus.”—E xchange. 


A Baseball Rejoinder 


OY—“Mr. Quinn, can I get off this afternoon? My 
grandfather is dead.” 
Mr. Quinn—“I don’t see how, with your small salary, 
you can afford to go to see so many ball games.” 
Boy—“That’s right. I can’t, either. I ought to have 
more salary.”—Exchange. 
Deeply Logical Inquiry 


“*T)° you know that when I was born I weighed only 
a pound and a half?” 


“You don’t mean it! And did you live?”—Ezxchange. 
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Looked That Way 


ONGRESSMAN FRANKLIN BROCKSON of Dela- 

ware smiled the other evening when the conver- 

sation turned to signs. He said he was reminded of 
an incident that occurred in his home State. 

Some time ago sweet girls boarded an auto hack 
that runs from the railroad station to the town proper, 
and eventually the eyes of the pretty pair rested on 
a sign posted in the front of the vehicle. 

“ “Gentlemen will not,’ ” she read aloud, “ ‘expectorate 
in this car; others must not.’ Well,” she smilingly 
added, “I certainly like the imperative tone of the last 
part of the sentence!” 

“IT don’t quite catch your meaning, Grace,” returned 
the second. “I am afraid I am a trifle stupid.” 

“Can’t you see, dear,” explained the first. “That 
‘others’ evidently means we women.”—Philadelphia 


Telegraph. 
Lowest Bidder 


¢¢7T HAVE come to ask for the hand 
daughter,” announced the young man. 

“Have a chair,” said her father, kindly. “I presume 
you have made an estimate of what it will cost to keep 
my daughter in the style to which she has been accus- 
tomed?” 

“T have, sir.” 

“And your figures?” 

“Ten thousand dollars a year.” 

“I’m sorry, my boy,” said the older man, “but I can 
not afford to throw away $2,000 a year. Another suitor 
has figured he can do it for $8,000.”—Dallas News. 


of your 


Getting Rough with Juanita 


MALL Mary, who had been taught to read by the 
modern “sounding-out” system, was amusing her- 

self by singing the school songster from cover to cover. 
Presently, as she reached “Juanita,” one heard coming 
ir her birdlike little voice from the depths of the big 
armchair: 

“In the dark I slammed her.” 

A startled parent found that the line really read: 

“In thy dark eyes’ splendor.”—Ezchange. 


Tempus Fugit 


66 Ms are always late,” a woman in one of the shops 
was overheard to say. “I have waited here 
since 6 o’clock for my husband to come, and it is 
now 7.30.” 
“At what hour were you to meet him?” asked the 
woman who had joined her. 
“At 5 o’clock.”—Exchange. 


Regular Invitation 


F hye te did you come to enter the premises? 
Prisoner—Well, your honor, it was 2 o’clock in 
the morning, with the kitchen window wide open, no 
cops about—blowed if you wouldn’t aclimbed in your- 
self.—Boston Transcript. 


Finding Him 
OND MOTHER—Little boy, have you seen Percy 
Vivian? 
“Yessum. Hey, Bricktop, your mother wants you!”— 


Life. 








EDITORIAL COMMENT 


To Standardize “Made in U.S. A.” 


UCH has been written since the breaking 

out of the European war to popularize 

the slogan “ Made in U. S. A.,” as a sub- 
stitute for “Made in America.” The Chamber 
of Commerce of Cleveland, Ohio, has gone a 
_ gtep further and recommends that the proper 
branding of goods made in this country be 
standardized by some national organization, 
also recommending that the Chamber of Com- 
merce of the United States should take charge 
of this national movement to popularize the 
slogan “Made in U. S. A.” and to standardize it. 
The Committee on Industrial Development of 
the Cleveland Chamber, in a report on this sub- 
ject, states that the advantages of the wide 
use of “Made in U. S. A.” and the recognition of 
vroducts made in the United States, both by 
our own people and by foreigners, are obvious, 
but that the methods of procedure seem to need 
some centralized body, national in its scope, 
which can direct them. The committee reports 
that there are certain details of the campaign 


which it believes will require uniform action 
and could be uniformly agreed upon through 


the agency of some central national body. 
While the committee is of the opinion that the 
uniform slogan “Made in U. S. A.” should be 
generally standardized, it also thinks there 
should be some provision for the insertion of 
the names of particular localities, either cities, 
States or other geographical divisions. In this 
connection it calls attention, as an example, to 
the fact that “Made in U. S. A.” would be far 
less significant when applied to such a product 
as California wine than the designation “Made 
in California, U. S. A.” 


The State University 


T has ever been an axiom among the educated 
that the essential requisites of a successful 
university are traditions. Like many another 
axiom this is principally remarkable for not 
being so. For in the case of the state univer- 
sity, the absence of traditions is at once its 


strength and its inspiration. Freed from the 
shackles and inheritances of the past, even 
though lacking that sentiment which a great 
historic past undoubtedly inspires, it was 
forced to make a record for itself of successful 
accomplishments in fields that were hitherto 
largely virgin soils in higher education. While 
not originating in the West, it soon found itg 
most congenial home there, because it typifies 
that spirit of militant democracy which is 
transforming the social and economic thought 
of the world. 


Inevitably it became the exponent of demo- 
cratic ideas in every phase of modern univer- 
sity work from the latest biological and chem- 
ical discoveries in dairy husbandry to the most 
recent entanglements in the maze of psych- 
ology, for like Lord Bacon it has taken all 
knowledge for its province. Its creed is strictly 
in accord with democratic beliefs and impulses, 
and its principal tenet is that education and 
culture shall be widely distributed among the 
many, and no longer reserved for the select 
and chosen few. Its early history was full of 
the troubles of lack of needed funds, and of 
being made a political machine, and in some of 
the southern states it is still in this sad plight. 
Outside of some Federal aid, usually in the 
shape of land grants, and a few scattering 
endowments, it is dependent for support en- 
tirely upon the people of its state, either 
through legislative appropriations or a tax 
upon the assessed wealth of the commonwealth. 
That it might find favor at the hands that fed 
it, it naturally, in the beginning, turned its 
thought to the accomplishment of material 
things. Hence its incursion in the domain of 
agriculture. 


But the motive was not all self-interest nor 
at the behest of popular thought, for the men 
in the various states who have guided these 
institutions early perceived the all-embracing 
important relation of the material well-being 
of the people to any enduring civilization. For 
a long time they were the voice of one crying 
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in the wilderness, while the smug content of 
protected interest, of vast manufacture, of 
speculative exploitation, of high finance, trans- 
portation, of self-centered banking and of sub- 
servient economics dismissed as archaic those 
maxims of a needed relation between producer 
and consumer and satisfied themselves with 
the sophistries of new industrial relations that 
found their chief support in concentration and 
privilege. It was but a brief orgy, however, 
and then a startled world awoke to the porten- 
tous evils of congested centers and to the real- 
ization that the farmer holds in his hands the 
solution to many of our social and economic 


problems. 


In things distinctly practical the state uni- 
versity, through its agricultural college, has 
taught every phase of farming as a business, 
and as the greatest and most important busi- 
ness in the country. Its work of teaching, 
through trained practical men of both exper- 
ience and education, is not merely that of pre- 
cept, but even more of laboratory research and 
field experiment. At every university and 
scattered through each state there are experi- 
mental farms where rotation of crops, fertili- 
zation of soil, modern methods of farming, 
selection of seed, the best methods of combat- 
ing the insect enemies of agriculture, the care 
and feeding of live stock, the operation of dairy 
husbandry and a thousand other matters per- 
tinent to agriculture are shown year by year 
by actual experiments. Added to this are dem- 
onstration trains, carrying trained lecturers 
who tour the entire state. 


The recital of these activities could easily fill 
pages, but the result accomplished under many 
discouragements and despite much prejudice is 
a steadily growing hold upon the farmers in 
every state and a steadily increasing attend- 
ance of farmer boys at the university. Of the 
many things which have added to the produc- 
tive wealth of the state let three examples 
suffice: The teaching of proper seed selection 
in planting, in which the State Agricultural 
College of Iowa has been prominent. The in- 
vention and distribution of hog cholera serum, 
in which the University of Missouri has been 
most noticeable. The fostering of the cheese 
industry in Wisconsin until it produces 50 per 
cent. of all made in this country was directly 
due to the impulse of the University of Wis- 
consin. 
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But it is only partly to these material accom- 
plishments that the great and growing atten- 
dance, running as high as 7,000 students in the 
largest, nor their increasing income from the 


states, as large as two and one-half million 
dollars annually in the richest, must be ascribed. 
For, contrary to much superficial misconcep- 
tion, it is the things of idealism that most ap- 
peal to the democracy of the West. It is not 
alone that the state universities are making 
their states richer and more productive that 
has caught the popular imagination, but rather 
that they offer the highest forms of education 
without money and without price, so far as 
tuition is concerned, to the children of the 
humblest inhabitant in the state.. They are 
seeking to reconcile those supposedly irrecon- 
cilable things of the possession of a higher 
education, and the knowledge of how to make a 
living in simple, homely ways. Likewise to 
demolish that ancient and cad-like superstition 
that culture goes only with leisure and appre- 
ciation with the hand of lesser employment. 


They have already shattered that other fetish 
that things of real worth in ways intellectual 
wait upon the philanthropic rich for their full 
development, and they have shown by contrast 
the disadvantage of those endowments which 
tacitly carry with them the restriction of si- 
lence on certain things of public life. Being 
the homes of free discussion and untrammeled 
thought, they have naturally attracted to them- 
selves those kindred spirits who teach a new 
economics, not of classicism and of inapplicable 
old world ideas, but of the effects of human 
nature and of changing conditions. Naturally 
they are called upon to take a part in public 
life, such as is not the province of the endowed 
colleges. In some states they have become the 
advisers of the state in matters economic and 
social, even though they sometimes approach 
the dangerous ground of things political. 


Most of all their ambition is to turn a finished 
product of practicality and culture, whether boy 
or girl (for they are all co-educational), who 
shall be of some avail and some genuine pur- 
pose to the state, upon whose bounty they 
exist, and intelligent loyalty to whom is the 
first and last article of their creed. It is small 
wonder, therefore, that they are moulding a 
public opinion in matters social and matters 
economic that values institutions and ideas for 
their intrinsic merit and their applicability to 
present needs and conditions, rather than be- 
cause of the inheritance of some imagined 
hoary sacredness from the past. 





PUBLICITY FOR THE RETAILER 


Thanksgiving Ads That Serve as Models for Christmas Announcements 
—Good Sale Ad 


Change This Ad for Christmastide 





No. 1 (3 cols. x 10 in.). In so far as culinary §) ie 
considerations are concerned, Thanksgiving “Day Thanksgi ving 
and Christmas are built from the same pattern. : eason 
Good cheer and bountiful boards are the passwords | . 


for both holidays. Just because of this fact, it be- eat ssi a ee brings a host of good 
comes a very easy matter for the hardware dealer | bin aed a , « Bs things to eat. Your 
to adapt this particular ad for use during the re- Turkey will need a self 
maining days before Christmas. The same heading basting roaster of the 
could remain and the border could be changed to a N: kind we sell in every de- 
holiday design to carry Christmas spirit. Then by BAIS sirable size. 
substituting “Christmas” for “Thanksgiving” in St ey ) 

the opening sentence, you have a perfectly good : Get Tt Now 
holiday ad. The Haynes Hardware Company, Ble 
Emporia, Kan., the firm sending this ad, has chosen aa 
the items with fine judgment. Of course, in trans- , 


forming the ad for the Christmas appeal, it will be are the best and have many 


: : ; every day uses such as baki 
necessary to suggest the gift idea. We like the en ey agnor seme Fas a 


design and layout of the ad very much; the cuts steaming fruit, asparagus or 
are clean and well drawn and they are placed so as corn—or food warmer. They 
to relieve the type blocks, making reading easy. Fourth of your roasts, of one 


None of the cuts waste space: each seems to fit bs 
the place allotted to it. The placing of the firm Prices _ 00, $3.65 and $4.2 25 
: REED ROASTERS 


name also effects further economy of space, as 
will be noted. The text is briefly written but it is 
snappy, and suggestive and the listing is most com- 
plete. °'In ‘regard to the text of Christmas ads, it 
seems to: us’ that if more of the real Christmas 
spirit..were injected into the writing, better results 
would follow. At the holiday season, people are 
susceptible ‘to the holiday appeal and the ad with a 
teuch Of sentiment often wins out over the matter-. 
of-fact commercial appeal. If there is one time in 
the year when the writer may give full sway to his 


| No. 2—This ad may be used for Xmas practically as 


Turkey Day Necessities it stands 


- thoughts, it is at Christmas. If you desire to 


made of dark enamel, are 

self basting having a con- 

venient inner tray, Prices 
$1.75, $2 and $2.25 


SAVORY ROASTERS 
glazed steel; Prices $1.00, 
$1.25 and $1.50 


W. M. Strathern 


HARDWARE, PAINT and GLASS 


BOTH PHONES 310 Braddock Avenue 




















A well-cooked turkey is the first necessity for Eo, din- 
u—i—=<« " OS absorb a large amount of real Christmas spirit we 
A special 18h torkey'yise, $1.75, 0 are suggest you get the “Sketch Book” of Washington 
eee eee Irving. After you have read his four ruminations 
Ss aeisestniiatiiitn, 0 Catliinnh mating oaks aetiany; We kare on Christmas, you ought to be able to write a 
See oan dent’ kare Beton tia; boten OO0K* teary Christmas ad that will fairly yank the populace 
piece, 608, | og handles, 2-piece, $5.00; 3-piece, $8.00. into your store. Give your readers a little Christ- 
mas legend. How many know the details of the 
A set of Community Siiver in the Patrician pat- Yule Log custom? Irving tells you the Yule Log 
pci the rt her rusia atl. We is a great log of wood, sometimes the root of a 
ome Bochater Comers. They add to the ta- tree, brought into the house with great ceremony 
White aluminized insets, heat-tested, in nickel on Christmas Eve. It is laid in the fireplace and 


eee aes inset,” .nickelsplated lighted with the brand of last year’s log. The log 
$1.50 


1. Sinch- Guernsey  isiset, ~-ni@teel-plated was to burn all night; if it went out it was con- 
BE 7 sidered an ill omen. Why not head one of your 
Xmas ads with a good old Christmas song? Here’s 








ni J 
Your tenpection.will” satiety your curiosity. Five ~ one by Herrick: 
ace. “Come bring with a noise, 


Regular $6.00, special ....-....++: 90nd My merrie, merrie boys, 





Regular 90-00, upetial « ..-+«2-------+ bone The Christmas Log to the firing; 
Regular $5.09, apetlal oo ccsccepseeey eet ? 
Regular $10.00, special .......» powers ene’ ST. While my good dame she 


Bids ye all be free, 
And drink to your heart’s desiring.” 
Many are the ways in which Christmas copy may 
be brightened by a touch of holiday cheer and fel- 


lowship and it’s good business. Don’t forget that. 


HACEEEG 
Sentiment mixes with business somewhat more than 


No. 1—Some of the cuts waste space you might ordinarily suppose. 
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Another Suggestion for an Xmas Ad 
No. 2 (2 cols. x 7% in.). This ad comes to us 
from W. M. Strathern, Braddock, Pa. This ad 
may be used for Xmas practically as it stands. 
The gift thought need not be introduced. The text 
here is well handled although we would have intro- 
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sinking the right-hand stove cut on a line with the 
bottom of the left-hand cut and resetting the type 
so as to include it all in the space that would be 
made between the two illustrations. Also a head- 
ing for the stove portion of the ad should have been 
run clear across the ad so as to separate the two 








Roaster Season 


| | SPECIAL SALE 


= for 












Before you buy 


b And see our “ifferent roast: 
ers and carvers. Oome in 
and let ue show you. 







LESS 
ROASTER 


You are always sure of a good 
roast, for The Savory makes even 
an old fow! or a chuck roast equally @ . 
as good as the ier selections 

roasted in the ordinary way. Needs 

“po attention, can’t bura: Guar- 
anteed to give perfect satisfaction. 
Easy to wash. Get a Savory today. 















SAVORY 
ROASTER 





if it’s a Coal stove, Coal range & 
or Coal heater you are in need 
of, why not buy one made right 
here in Ironton, and thereby 
keep Ironton’s labor busy by 
buying from us one of 


The Foster Line 


Tne Foster’ coal heaters are 
excellent, and we guarantee. 


preciate it, 


Goldcamp Bros. 


Now, or Any Time of the Year 


: " y Every day roasters can be used for ordinary meals 
7 as well as different sorts of fowl. We have oa big 
assortment of roasters and keen edged carvers on 
displey, and now on sale at very attractive prices. 


See Biggest Turkey in Ironton 
In Goldcamp’s Window Display at New 
Location On Center St. opp. Court House 





them, also their live ranges to be perfect bakers and if 
you had one and one of our roasters you sure would ap~ 


....QOur Prices Get the Business.... 


SEE US 
& Co. 


Saturday, Oct. 24th 


Coal Hods 


High grade galvanized 
Hods, size 17 inch; these 
are full size, standard 


weight goods, | 
special | C 
| ee rn | 








Sauce Pan 


Genuine Wear-Ever Al- 
uminum Sauce Pans—-. 
double lipped, capacity. 
2} quarts, 

worth $1.00, 


special price... 48c 
Screw Driver 


Genuine 
- Yankee | 
Ratchet 
Screw - 
Driver 


No. 30, 


sale 6 > 


















price! 





amininniid 


3/9 SOUTH OA/O 





No. 3—The window display is a novelty 


duced the thought of labor-saving and convenience 
—freedom from constant watching and basting 
which every housewife knows is the main drawback 
of the open pan roaster. The economy thought is 
well taken and in combination with this same 
thought, it would be well to mention how the cov- 
ered roaster conserves the juices of the meat, add- 
ing immeasurably to the flavor. The cuts are well 
placed and the whole ad being fairly small, should 
prove a convenient size to run often. 


Innovation in Window Display 


No. 3 (3 cols. x 10 in.). This ad was sent to us 
by Goldcamp Bros. & Co., of Ironton, Ohio. The 
weak point of this ad is the indistinct separation 
of the roaster and stove text and illustrations. This 
causes some confusion at first glance and is apt to 
bother the reader until he reads the ad through 
entirely. This could have been easily avoided by 





No. 4—The heading gives the 
facts in six words 


items completely. In revamping this ad for a 
Christmas announcement, we would leave out the 
stove portion. The window display is a novelty and 
something similar would be very effective at this 
season of the year. Carvers are mentioned in this 
ad but that is all: they should have been featured 
together with the roasters. 


No Doubt About the Nature of This Ad 


No. 4 (1 col. x 8in.). The Newman Hardware & 
Supply Company, Sedalia, Mo., has here a very ef- 
fective single column sale ad. The heading gives 
the facts in six words and the ad starts right in. 
Descriptions are terse and the prices bang out with 
aloud bang. This ad just goes to demonstrate that 
a whole lot of punch can be injected into eight 
inches of newspaper space. The firm name signa- 
ture is very neatly drawn and surely does save a 
lot of space at the bottom of the ad. 








Trade Conditions and Iron, Steel and Hardware Prices 





In Chicago a gradual improvement in hard- 
ware conditions is noted. Belated orders for 
holidays goods are being received with urgent 
request for rush shipments. Improvement 
in hardware lines is reported from territories 
west and northwest of Chicago. 

In Canada there has been an active demand 


in the last few weeks for hardware, and rush 
orders are being placed for seasonable goods. 


MARKET SUMMARY FOR THE BUSY READER 


The buying movement in pig iron is ex- 
tending to finished material, and all indica- 
tions are that there will be a very heavy busi- 
ness in finished iron and steel placed during 
December for delivery in first quarter of 
1915. It is fully believed that December, in 
point of orders booked by the mills, will be 
the best month of the year. 

Foreign inquiry for materials continues 
heavy. « 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., December 5, 1914. 


she our report of last week mention was made of a 
heavy buying movement in pig iron which originated 
in Buffalo, N. Y., then extended to Chicago, Cleveland 
and other pig iron consuming centers. This movement 
has reached Pittsburgh, and in the past week there 
have been upward of 100,000 tons of basic and foundry 
iron sold for delivery in first quarter and first half of 
1915, and a fair tonnage of Bessemer and gray forge 
mill iron has also been sold. It is very evident from 
these purchases that consumers have decided prices of 
pig iron, when they can buy for delivery as far ahead 
as through first half of 1915, are about as low as they 
will go, and they are willing to cover for as much ton- 
nage as they think they will need for that period. The 
buying movement in pig iron is extending to finished 
material, and all indications are that there will be a 
very heavy business in finished iron and steel placed 
during December fcr delivery in first quarter of 1915. 
It is fully believed that December in point of orders 
booked by the mills will be the best month of the year. 
The sentiment in Pittsburgh manufacturing circles is 
decidedly better, and consumers are taking more inter- 
est in the market and placing more orders than at any 
time for some months. Prices are very low—in fact leave 
little or no margin of profit to the mills, but they real- 
ize that in order to get a good buying movement start- 
ed, with a chance of obtaining higher prices later on, 
it is necessary to sell a certain amount of material at 
present prices to get order books in fair shape. It is 
not believed that operations among the mills in De- 
cember will be at a much heavier rate than in Novem- 
ber. December is the month for inventory and minor 
repairs, and these together with the holiday season, 
usually mean light operations in the last month of the 
year. 

One pleasing fact in the situation is that money is de- 
cidedly easier, and for legitimate projects can be bor- 
rowed at as low as 5 per cent. interest, while a month 
ago 7 per cent. was paid. This means a number of 
large projects that were dropped when the European, 
war broke out will be taken up again. In fact several 
have already been revived and are now under process of 
negotiation with the mills for the materials. One of 
these is the building of a large oil line by the Dutch- 
Shell Syndicate of Holland, which has large oil land 
holdings in Oklahoma. It is the intention of this inter- 
est to build an 8-in. line from Oklahoma fields to Port 
Arthur, Texas, and if the line is built it will require 
from 600 to 800 miles of pipe, or close to 50,000 tons in 
all. These plates will no doubt be rolled in Pittsburgh 
mills. 

Foreign inquiry for materials continues heavy, nota- 
bly for barb wire, wire rods and gther products. One 
local interest recently made a sale of 9500 tons of rods 
for export, and fully 10,000 tons more are under nego- 
tiation. The United States Steel Products Company 
has taken an order for 5000 tons of standard section 
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rails for shipment to Australia and expects to secure 
another order for 10,000 tons for Norway. The Stand- 
ard Oil Company is going to build a tank steamer, for 
which about 3000 tons of plates and shapes will be used. 
The plate mills have been very short of work for a long 
time, but with prospect of some buying of steel cars 
andthe building of gas and oil lines, which is expected 
to start early in the year, the demand for plates will no 
doubt be a good deal better. : 

On Thursday, December 3, the American Sheet & Tin 
Plate Company announced its price on tin plate at 
$3.20 per base box for coke plates, but for delivery only 
in first half of 1915. It is the intention of the tin plate 
companies to avoid selling through all of 1915 as much 
as they possibly can. While not much betterment is 
looked for in prices on pig iron, semi-finished steel or 
finished material during first quarter, it is confidently 
believed that bottom has been reached, and any further 
changes in prices will be in the direction of higher 
values. 

Local jobbing and retail hardware houses report a 
fairly large volume of business, but not as heavy as at 
this time last year. So far the demand for holiday 
goods has not been very active, this being probably 
largely due to the fact that so many men are out of em- 
ployment and their purchasing power greatly dimin- 
ished. December is always looked upon as the dull 
month in the steel business, and this month will not 
likely prove an exception. In a short time the men on 
the road selling the hardware trade will be called in and 
business will quiet down a good deal. 

The money situation is better than at any time this 
year, and there is practically no trouble in getting loans 
from the banks on legitimate projects. Collections are 
fair and in the past week some improvement is reported. 


WIRE NaiLs.—The domestic demand for wire nails is 
dull, as this is the off season of the year and specifica- 
tions against contracts are not very active. Makers re- 
port a continued foreign demand from England, also 
from France and Russia, but most shipments of wire 
nails abroad are going to England. It is believed that 
very early in the new year the demand for wire nails 
will be a good deal better. Prices are fairly strong and 
the general market is $1.55 base per keg, but on a de- 
sirable order $1.50 could be done. 
uote wire nails as follows: In carload lots to jobbers, 


.o.b. Pittsburgh, freight added to point of delivery. 
these prices for 


We 
$1.55, 
Jobbers charge the usual advances over 
small lots from store. 


Cut Natits.—Reports are that the La Belle Iron 
Works at Steubenville, Ohio, which is the only cut nail 
mill in the Pittsburgh district, has taken an order for 
14,000 kegs of nails for shipment to England. If true, 
this is the first order for cut nails that has come to this 
country from abroad. The domestic demand is dull 
and usually for small lots for prompt shipment. Prices 
are only fairly steady and $1.60 is shaded. 
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We quote nails at $1.55 to $1.60 per keg in yg and 
larger lots to jobbers; carloads to retailers, $1.60, Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash a ‘10 days, 
freight added to point of delivery. 

BarB WIRE.—The demand from England, France and 
Russia for barb wire continues heavy, and several local 
makers are shipping 50 per cent. or more of their out- 
put abroad. The Youngstown Sheet & Tube Company 
at Youngstown, Ohio, is receiving orders for barb wire 
for shipment abroad. The domestic demand is fair, 
and consumption of barb wire by farmers in the build- 
ing of fences is quite heavy at present. Prices are only 
fairly strong. 

We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 


point of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—The market is not very active, de- 
mand being mostly for small lots, but dealers are now 
placing orders for spring delivery. There is quite an 
active movement in fence wire for manufacturing pur- 
poses. Prices are only fairly strong. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.35 to $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—A very large tonnage of 
steel bars for delivery in first quarter of the year is 
under negotiation. Recently two large makers of steel 
bars announced they would take orders for delivery 
through first quarter at 1.10c., and a good deal of busi- 
ness has been placed with a larger amount pending. 
For delivery through second quarter of 1915, 1.15c. is 
named. The new demand for common iron bars is 
quiet and mostly for small lots, with prices ruling low. 
In the Chicago district, very low prices are being made 
on iron bars, they having sold in that district at less 
than lc. per lb. 


We quote steel bars at 1.10c. for delivery this month and 
in December, while for first quarter the makers are quoting 
1.15c. We quote common iron bars at 1.15c. to 1.20c., f.o.b. 
Pittsburgh. 


Nuts, BOLTS AND RIvETs.—As yet, there is no better- 
ment in demand which is mostly for small lots for 
prompt shipment, but jobbers and consumers are now 
taking up the matter of placing contracts for delivery 
in first quarter and first half of next year, indications 
pointing to a large volume of business being placed 
during this month for first and second quarter de- 
liveries. The new demand for rivets continues dull, and 
prices are only fairly strong. 

We quote structural rivets at 1.40c. and boiler rivets at 
1.50c. in carload lots, small lots taking an advance of about 
le. Discount on nuts and bolts are as follows in lots of 300 


lb. or over, delivered within a 20c. —. radius of maker’s 
works. 


Coaches ad Mel GOTOWE cic c ccccascecsen 80 and 5% off 
Small carriage bolts, cut threads........... 80% off 
Small carriage bolts, rolled threads....80 and 5% off 
Re Ge De  vcccackoaasedacan 75 and 5% off 


Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
i) See: EGE + é coc ck codeunaee 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small........ 0% off 
Machine bolts, c.p.c. & t nuts, large.... 
Square h.p. nuts, blank and tapped...... $6.30 off list 
SE Sn hie nn de oe eae ee ee eee 7.200 

C.P.C. and r. sq. nuts, blank and tapped.$6.00 of list 
Hexagon nuts, % and larger........... .20 off list 


Hexagon nuts, smaller than % in...... 7.80 off list 
Guar, eee SD kn isaac dbesecepaun $5.50 off list 
C.P. plain hexagon nuts .......cccccoses $5.90 off list 
Semi-fin. hex. nuts, ™% in. or under. .85,10 & 10% off 
Semi-fin. hex. nuts, in. and larger. . . 85 & 5% off 
Rivets, 7/16 x 6%, smaller & shorter. 80, 10 & 5% off 
Rivets, tin plated, packages........ 0, 10 and 5% off 
Rivets, metallic tinned, packages.. 80, 10 and 5% off 
Standard cap SCr@WS .......seee. 70, 10 and 10% off 


Standard set-SCrewS ......ccccecee 75, 10 and 10% off 


SHEETS.—Mills report some increase in new demand 
for sheets and state that specifications against con- 
tracts are also coming in more freely. It is believed 
that prices of sheets are very close to bottom and job- 
bers, and consumers as well, are more inclined to buy 
now through first quarter at about present prices. The 
general market on No. 28 black sheets is 1.85c. and on 
No. 28 galvanized 2.85c., but for desirable orders for 
early shipment these prices have been shaded $1 per ton. 

Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
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store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 


of invoice: 
Blue Annealed Sheets 


Cents per Ib. 
Des eM a6 os wa ss kweli abe ban Seaweks 1.30 to 1.35 
Se a Oe Rn 6 stk owt dd duces Galese nus 1.35 to 1.40 
De a AUS a oa 65 bw RO BERK Es eh S 1.40 to 1.45 
ee ee es os oe cee hae cael ee 1.50 to 1.55 
Be ee ee ie wn boo 8 kb OO A Che aben 1.60 to 1.65 


Box Annealed Sheets, Cold Rolled 
Cents 


per 

ee a a ais ood we ae ee ee 1.50 to 1.55 

RO RR EP, re i a tm hate an le 1.50 to 1.55 

en: ee ee a wk och ebb on beeviaeuncwe 1.55 to 1.60 

Be ee a od 6 6 Gb Reed hen ease 1.60 to 1.65 

I ee ep Das te ae whee 6580 a OC es 1.65 to 1.70 

ee ee EE a bw eo 6b 0 be UA cteccaebeaads 1.70 to 1.75 

en ee SPE o o's ah We ben Oh eed nea 1.75 to 1.80 

 ” 6s Se Keb 5 Os 60 Rada we Cees eeebets 1.80 to 1.85 

Dn 6 Seb aGh Send Re maE Cas hae Ree 1.85 to 1.90 

PE + cn debe Kb CCRC ORERE ERE eee 1.90 to 1.95 

NS se Cho ho a oe he ee behebenénkse 2.00 to 2.05 

Galvanized Sheets of Black Sheet Gauge 
ents per lb. 
a PC Bact kcknewacuwnawowewn 1.85 to 1.90 
Dib oikdic Weed oe otcdictendchihasane 1.95 to 2.00 

> sal et ad ons eae dh bea shobesuwel 1.95 to 2.00 

cer a Ce os bh eaed 66 600s a tbuabu 2.10 to 2.15 

EB a EE er ae 2.25 to 2.30 

ee rs acne Sb she SKE RO ee hw eS eS 2.40 to 2.45 

a Cn Ms ha wieddehetveaccasevebker 2.55 to 2.60 

Dk Me 6a Keds seh *OKEK CARS Sb hed oO een 0 to 2.75 

BE Swreéie s+ Gib cddéekensaedwianchnwan 2.85 to 2.90 

DE dines vevedenh dbdcnesb choles séake 3.00 to 3.05 

Ps DO cc beds neseretdsedksdenn tikes 3.15 to 3.20 

CORRUGATED ROOFING SHEETS BY WEIGHT 

Gauges, cents per Ib. 
Painting: 29 25 to 28 19 to 24 12 to 18 
Regular, or oiling ........ .... 15 .10 0.05 
Graphite, DE sbnbckbe os weea 0.25 0.15 °. 10 
Forming: 
2, 2%, 3 and 5 in. corru- 

SE a tebdasddbwadeadnan 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 ieee 
52 to 1% in. corrugated... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

Ge Ge cA cevscnanete 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/15 in. crimped ......... 0.20 0.20 0.20 
Weatherboard siding ...... .... 0.25 0.25 
ee GE co cecessees ‘te ee 0.25 0.25 
Rock face brick and stone 

GE + do eucteseeen event see5 0.25 0.25 
Roll and cap roofing, with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

Se céxeverknwska chen beak 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated)... .... 0.65 0.65 0.65 


TIN PLate.—On Thursday, December 3, the Ameri- 
can Sheet & Tin Plate Company announced its price 
for first half of 1915 delivery on coke plates as $3.20 
per base box. This is 5 cents per box less than the gen- 
erally expected price. The same price has been adopted 
by all the other makers, and within two weeks a very 
large tonnage of tin plate will be sold for delivery in 
first half of 1915. The tin plate makers have decided 
that, as far as they can, they will avoid selling into 
second half of 1915, on account of the uncertainty as 
to price of steel and also of pig iron. All indications 
point to a heavy volume of business in tin plate for 
1915, and with foreign competition removed makers 
hope to secure fairly remunerative prices. However, 
competition is keen, and some of the newer tin plate 
mills will no doubt go after business quite aggressively. 
Operations in tin plate mills have quieted down very 
much and at present they are running to about 40 per 
cent. of capacity. About February 1, the mills will 
start to roll tin plate for next year delivery and opera- 
tions will improve. 


We quote 100- Be eae plates at $3.25 per base box, de- 


pending on the o 
e quote 100-Ib. _terne plates at $3.10 to $3.20 per base 


box, f.o.b. Pittsburgh 


STANDARD asin: tiie are that the Dutch-Shell 
Syndicate of Holland will close a contract in a few days 
for 600 to 800 miles of 8-in. line pipe to build an oil 
line from the Oklahoma fields to Port Arthur, Texas. 
This line was in the market just before the European 
war broke out, and the project was dropped. Recently 
it has been revived, and it is believed the line will be 
built. It will require about 50,000 tons of plates, and 
these will probably be rolled in Pittsburgh mills, if the 
order is placed. The new demand for wrought iron and 
steel pipe continues quiet, but December is always the 
dullest month of the year in the pipe trade. A general 
increase in demand for tubular goods is looked for very 
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early in the new year. It is stated that discounts on 
iron and steel pipe are being well maintained. 

WrRouGHT Pire.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from November 2, 1914, and iron pipe 
from June 2, 1913, all full weight: 


Butt Weld 











Steel 
. Inches Black Galv. Inches ” hieek peace 

» % and &... 74 53 ae 6 
bint ates oud eo & 78 67 ER FORO a, 46 
OO dk Gene ee 81 UE. OS See ie boos 69 56 

OD: Bam weeks 6 72 61 
Lap Weld 
ehpobheb ct uow 78 69% LS Say 45 
(SS * Aer 80 71% at a ps hale eas 67 56 
ee ee 66% eo eS as oe bee ack 68 58 
BS Ome 3464... <> 63%... i See 70 61 
‘aie Ne eees os , = 2 ere 61 
& >: Sere 68 55 
Reamed and Drifted 
1 - Ey RS Fs s-%3 79 70 | 1 to 1%, butt. 70 59 
A i he ep 67 | eae! bd aso: ane 70 59 
2% "to 6, lap.. 78 69 | 1%, . Sie win ig 54 43 
: . a4 bade aed 65 54 
a ete Od ah 66 56 
2, 2a 4, lap.. 68 59 
Butt Weld, extra strong, plain ends : 

» %& and %... 69 3: eA Tear ae 63 52 
Be ec ak mS 74 67 ne ake egies eee 60 
ee Pere 78 71 2 eae 71 62 

a it ab éewee awe 79 72 We Beeivi cts 72 63 

Lap Weld, extra strong, plain ends 
Peer er 75 66 he Venetia nee ie 65 59 
Be a Bos v's 0 Sos 77 UB aaa re 66 58 
ON OO -6i ca cwsse 76 67 : RE RS ae 70 61 
i f Sees 69 58 4 Gs oe eee s 69 60 
OG Bees vt tess 64 53 ee WS bn 6 eas 63 53 
Dr Gt BaP ks deeuewe 58 47 
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Butt Weld, on extra strong, plain ends 


io ciig S600. 8 
= . VaR 


A al aia de 49 
rf eS. 4 wickas 67 3h 2 ef Ae es 60 54 
4 De Dios «bse s 66 OP Wek eve oe“ 59 53 
Se SS accuse’ we 3 Re eee 52 42 





To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 


The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) a Bog lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TuBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel and from January 2, 
1914, on iron, are as follows: * 


Lap Welded Steel Standard Charcoal Iron 
1 EW a tc a tnned occa 1 RSE a re pong 45 
| RP Pree ee ee 59 1 Oe BOs isk 6 os de eck 49 
2 and 2% TE a as at ns i 65 2 APRS PERE Api ee 45 
8" & hy Re Rae 70 ea ee Me es is oe we alee 54 
Dam GE G56 BR, iwc ccvsce 72 5° &  Q SS eee 57 
Da Ms. ose ds oow ed's 65 ae MO Bee Bs oc us cece 60 
a a eh iste ns ts ils a 62 S 2 3 =e Ae 49 





Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders the above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers. 
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Office of HARDWARE AGB, 
Chicago, Ill., December 7, 1914. 


P  reomuntggewa improvement in business conditions is 
noted. Progress is slow, but there is satisfaction in 
the knowledge that it is substantial. The reserves re- 
leased by our new banking system, the clearer under- 
standing of anti-monopoly laws, the tendency to allow 
big business to adjust itself to necessary conditions 
rather than force readjustment is making funds avail- 
able and creating confidence to make use of those funds. 
Collections are improving slowly and orders show an in- 
crease. 7 

Belated orders for holiday goods are being received 
with urgent requests for rush shipments. Contracting 
for delivery during the first quarter of next year is be- 
ing done freely. Wholesalers are increasing the sizes 
and numbers of their orders to manufacturers. The 
leading wire interest reports heavier inquiries during 
the past week than have been received for months. 


The confirmed report that the Santa Fé railroad has | 


contracted for $2,000,000 worth of rails and will spend 
large sums for improvements is welcome news. Lack 
of railroad purchases has been a depressing feature. 
The order mentioned gives rise to the hope that other 
corporations will come into the market for supplies that 
are needed. 

Principal improvement in hardware lines is reported 
from territories west and northwest of Chicago. How- 
ever, southern wholesalers state that substantial bet- 
terment is noted in their sections. It is believed that 
cold weather would bring additional business. 

WIRE NatLs.—There has been a fair amount of orders 
for immediate shipment during the past week and a 


large increase in inquiries. Though mills are only 
working about 50 per cent. capacity there are indica- 
tions which point to some advance in price prior to Jan- 


uary 1. 

We quote wire nails, f.o.b. Chicago, as follows: 
Ces Ge. gs, Chie cue ct cess eee $1.739 base 
CR Se a bd ow be Ua ee a 1.789 base 
Less than carloads to retailers.......... 1.889 base 


STAPLES.—We quote staples, f.o.b. Chicago, bright, 
same price as nails. Staples, galvanized, an advance 
of 40c. 

BARB WIRE.—New inquiries show increase both in size 
and number. Demands for immediate shipment are 
comparatively light except for export business, which 
continues heavy. 

We quote barb wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, painted............. $1.739 base 
Carloads to jobbers, galvanized......... 2.139 base 
Carloads to retailers, painted............ 1.789 base 
Carloads to retailers, galvanized........ 2.189 base 


An additional advance of 10c. for less than carloads. 
FENCE WIRE.—Contracting for spring delivery con- 

tinues, a slight betterment being reported for the week. 
We quote fence wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, annealed................ $1.539 
Carloads to jobbers, galvanized.............. 1.939 
Carloads to retailers, annealed............... 1.589 
Carloads to retailers, galvanized............. 1.989 


An additional advance of 10c. for less than carloads. 


LINSEED OIL.—We quote f.o.b. Chicago, strictly pure 
old process oil: 


Neen nee Tenn ee eb ph ee aeekek~ ax 44c. 
I i ee bee bebhe 6 eo wdes 45c. 
rr rr Sk ewe ebb teen aod om 46c. 
re rr rr i cee see bees eb nee ee 47c. 
a rr oe rr Sn tb ws eee ews weeded 48c. 
EG ST BD. WONG WONG. cock os cc seccesecess 49c. 
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Office of HARDWARE AGE, 
New York, December 7, 1914. 


EPRESENTATIVE manufacturers and merchants 
recognize a stronger commercial undercurrent 
now, and foresee a more favorable outlook for busi- 
ness next year, while clear that there is great room for 
betterment. 


Manufacturers in some lines are finding it difficult to 
supply staple goods in time to meet the demands of do- 
mestic customers, because of the lower basis on which 
operations have long been conducted. 

Sales managers and others, in close touch with ac- 
tual conditions, say that never in their experience were 
stocks universally so low, whether in producers or dis- 
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tributors’ hands, notwithstanding that prices in the 
main are exceedingly low. 

A review of trade conditions during the last third of 
the year, in the opinion of one old time hardware man, 
speaks of August as very unsatisfactory, September a 
little better, October better still, with a continuation of 
the improvement in November. As this establishment 
manufactures general hardware very largely for do- 
mestic and foreign trade, and has long been widely 
known throughout the world, it is at least cause for 
encouragement. 

It is also commonly maintained that the leading 
question now affecting trade relates to a favorable 
determination of the railroad rate matter. A favorable 
decision for the railroads would probably accomplish 
more in a revival of business than any other single 
matter because of their exceptional buying capacity. 

Building expenditures at 79 cities in the country for 
the last month totalled $28,922,658, less by 3.8 per cent. 
than October, and 5 per cent. lower than November, 
1913. 

Bank clearings in November showed decreases re- 
gardless of more transactions in cotton, securities and 
an easier financial condition generally. Bank clear- 
ings for the latest week for the United States totals 
$3,096,467,000, an increase of 42.2 per cent. over the 
preceding week (a holiday week) but less by 19.5 per 
cent. than the corresponding period in 19138. Also for 
November there was a decrease of 5.5 per cent. from 
October, and totals were a fifth less than November, 
1913. 

While commercial failures were larger in November, 
the aggregate liabilities were less than in six of the 
previous ten months. While the figures point to a larger 
number of failures, they may indicate that the ten- 
sion has been transferred from large to smaller es- 
tablishments. This might be interpreted as an indica- 
tion of a gradual passing of the strain. 

Secretary of Commerce Redfield, in an address at the 
Maritime Exchange, New York, December 3, said that 
then, 95 ships had been given American registry with a 
total of 330,000 tons capacity. 


WIRE NAILS.—Local trade, in keeping with the custo- 
mary decline in demand during December, preparatory 
to stock taking, is even slower than usual. Deliveries 
from store are at a low level. 


Wire nails, out of store, are based on $1.80 to $1.85 per keg. 
_ The leading manufacturers of wire nails are at present 
interested mainly in actual specifications for shipments within 
sixty days from date of order, on the basis of $1.50 in car- 
loads to jobbers; $1.55, carloads to retailers and $1.65 base 
per keg in less than carloads, all f.o.b. Pittsburgh. 


CuT NaiLts.—Cut nails are on the usual parity with 
wire nails and prices, considering conditions, are fairly 
well maintained. One reason for this situation, per- 
haps, is that there are now practically but five cut nail 
manufacturers which regularly get into the Eastern 
market. Collections on both wire and cut nail business 
are very unsatisfactory, with a large proportion of 
obligations overdue. 

Cut nails, out of store, are offered at $1.80 per keg base. 

LINSEED OIL.—The situation in linseed oil is prac- 
tically as it has been. There has been a stiffening in 
the price of flaxseed in the Northwest, but there is, so 
far, no appreciable change in the prices for oil. The 
lateness of the season and somewhat cooler weather, 
with the consequent curtailment of outside work in 
northern sections, together with the usual decrease in 
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buying, because of approaching inventory, tend to les- 
sen trade in this material. 

Linseed oil, raw, city brands, is still 47 to 48c. per gal. 
State and Western oil, in carloads, is quoted at 46c. per . 

Rope.—Current business in rope in this market 
shows little change in volume or price. Business is 
spotty and like the variations of a thermometer, up and 
down. Business in November was not so good as a 
year ago, and it is too early to determine the prospects 
for December. Yet some of the trade are finding busi- 
ness prospects for both Manila and sisal rope a trifle 
brighter and with a firmer tone to prices. A few 
orders for delivery after the beginning of the New 
Year are now coming in. 

Supplies of Manila hemp are still routed both across 
the Pacific via Seattle and San Francisco and via Suez. 
Turkey’s attitude in the war and consequent military 
operations in that quarter will add greatly to the un- 
certainties of ocean transportation, because of passage 
through the Suez Canal. 

Manila rope, highest grade, based on % in. diameter and 
larger, is 12c.; second grade llic., and hardware grade 9c. 


base per Ib. 
Sisal rope, % in. diameter and larger, highest grace. 8c., 
.. tor the 


second grade 714c., and third grade 7c. base per |! 
retail trade. 


BRASS AND COPPER.—On December 1 there were ad- 
vances of %c. per lb. on brass material as follows: 

Sheets to 14\4c., wire 14%4c. and rods 14\4c. Sheet copper 
advanced %c. to 18c. base per lb. for the average trade. 

Bare copper wire for electrical purposes, carload lots, 
mill shipments, is 14c. base per lb. Business in sheets 
is exceptionally good, much of it probably for war pur- 
poses, especially in the production of ammunition. In 
the other forms there is less activity. 

NAVAL STORES.—In this vicinity there is little change 
in conditions. There is a moderate demand for naval 
stores for supplies needed by manufacturers and job- 
bers. Makers of varnish are beginning to shut down 
for the remainder of December, and until after Janu- 
ary 1 much of the business will be of routine character. 

Spot turpentine, in yard, ranges at from 47% to 48c. per 
gal., and sales of good lots are unusual. 

Rosins are dull and nominal, with quotations, on the basis 
of 280 lb. per bbl., steady, at $3.70 and D grade, $3.75 per 
bbl. in yard. | 

WINDOW GLAss.—The glass business in this locality 
is of indifferent character and entirely without snap. 
The principal maker of machine window glass is said 
to be receiving quite good orders, some of which are 
for export. Manufacturers and merchants in New 
York are continually getting inquiries from abroad, 
but the much higher prices here because of labor costs 
will operate to postpone buying until orders cannot 
longer be deferred. 

There are inquiries from parts of England, for in- 
stance, but the desire there is to buy in large stock 
sheets, packed in crates of 200 to 300 sq. ft., to be cut 
by the seller as wanted. In Great Britain glass is sold 
by the square foot. In the United States glass is cut 
by manufacturers into innumerable stock sizes, ranging 
from say 6 in. to 60 in. wide, and from 8 in. to over 80 
in. long, through a very large assortment of stock sizes. 
These conditions involve accustoming ourselves to the 
peculiarities of foreign markets and buyers, but the 
requirements must be met to build up and retain for- 
eign trade. 


Window glass in the Eastern market is still 90-10 to 90-15 
per cent. on single thick and 90-15 to 90-20 per cent. dis- 
count on double thick, from jobbers’ list. 
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Winnipeg, Can., December 4, 1914. 


EATHER conditions throughout most of western 

Canada recently have been much more favorable 
for business than previously. Plenty of frost and snow 
has made the situation better all round, and the demand 
for seasonable kinds of hardware has been greatly stim- 
ulated. Retail merchants generally had ordered con- 
servatively for the fall and winter trade, there having 
been a suspicion that business would be greatly cur- 


tailed, firstly on account of a smaller crop than last 
year, and secondly on account of the war. The outbreak 
of the war, however, was followed by rapid advances in 
prices of grain, and it has turned out that the income of 
the majority of farmers for this season has been fully 
as large, and in many instances larger, than a year ago. 
This gave an impetus to trade, and retail hardware mer- 
chants have found their stocks too small on different 
lines. This has caused quite an active sorting demand 
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in the last few weeks, and the jobbers this week report 
a somewhat brisker business than they expected. 

A heavy snowfall a few days ago has resulted in a 
rush for sleighs, shovels, snowshoes, etc., and the time- 
ly arrival of frost has caused a brisk call for skates, 
hockey sticks and other winter sporting goods. Retail 
sales of stoves, heaters and other household require- 
ments have been very satisfactory throughout the 
country in the last week or two, and numerous orders 
for immediate delivery have been coming in to the 
wholesale merchants. Reports indicate that the situa- 
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tion in the rural parts is more favorable than in the 
cities and industrial centres. 

Paint and oil houses say that business with them is 
seasonably quiet; in fact some firms state that these 
goods are luxuries to an extent, and the financial strin- 
gency of the season has prevented business from being 
as large in volume as a year ago. A gratifying feature, 
however, is that a fairly brisk business is being done in 
placing spring orders. Travelers on the road are send- 
ing in very satisfactory reports. Collections are fairly 
good, considering tightness in loans and investments. 





: HOWDY! 


The Hardware Dealers’ Digest, Official Organ of Texas Hardware and 


Implement Association 


A NEW publication has just been born down in 

Dallas, Texas. It is a sort of review of reviews 
of hardware, and deals with news and literature 
particularly adapted to the Lone Star State. It is 
published from Secretary Marti’s office and is indeed 
a publication that can be pointed to with pride by 
the members of the Texas association. Splendidly 
printed and well illustrated, it carries editorial ma- 
terial from the pens of many of the leading hard- 
ware merchants of the Southwest and also reviews 
articles of merit that have appeared in the hard- 
ware trade publications of the country. 

Secretary Editor Marti’s bow before the foot- 
lights is just the refreshing sort of material one 
would expect from Texas. This is his greeting: 


Howdy! 


This is the day of Organs. We hear of House Or- 
gans, Store Organs, Club Organs, Association Organs, 
and many other kinds of Organs. We herewith sub- 
mit for your approval or condemnation the Official Or- 
gan of the Texas Hardware and Implement Associa- 
tion. 

This is not a Trade Journal and is not intended to 
take the place of any Trade Journal on your desk. It 


is merely an Organ and the Secretary of the Associa- 
tion will for the time being be the Organ Grinder. 

We are going to grind out an issue about the 
fifteenth of each month, and will send a copy of it 
regularly to every Hardware, Implement and Vehicle 
Dealer in Texas. There will be no charge for it— it 
will be sent free, because most of these dealers are good 
fellows, or they wouldn’t be in the business they are in. 

We want them to know what the association has 
done, is doing, and hopes to do, and in addition to this 
we are going to give them the very best trade informa- 
tion we can beg, borrow o1 steal. We know that the 
Texas dealers read some trade papers, but they don’t 
read enough of them. In this office we get twenty- 
seven each month. Every one of them has a lot of good 
reading matter for the dealer. We are going to borrow 
the best of it and reproduce it in this Digest, hoping 
thereby to make this publication both interesting and 
profitable to the dealers. 

With this idea in view, we are going to invite our 
readers to contrioute anything that will be interesting 
to other dealers, and that will help to throw any light 
on the ever increasing problem of how to make a profit 
through the sale of hardware, implements, vehicles and 
kindred lines. 

HARDWARE AGE welcomes the dealers’ Digest to 
the field of journalism and wishes for it a long, 
successful and useful life. 




















Interior view of the Weiss Cash Hardware Company’s store 


Successful Demonstration Held in 
Small Town 


‘HE accompanying photograph gives an excel- 
lent idea of the interior of the Weiss Cash 
Hardware Company’s store showing the complete 
stock of base burners and ranges which this firm 
carries. 
All stoves and ranges are mounted either on stove 


casters or movable platforms so that in demonstrat- 
ing every part of the stove can be shown to the 
customer without inconvenience. 

This firm made an enviable record some time ago 
when they sold forty “Range Eternals” during a 
demonstration week. 

The store is located-in Napanee, Ind., a town of 
2300 people and the success obtained from this large 
sale shows conclusively that with the proper efforts 
range demonstrations can be made highly profitable. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Stanley Garage Door Set 


The Stanley Works, New Britain, 
Conn., has recently placed on the mar- 
ket the Stanley garage door set No. 





A garage equipped with the Stanley gar- 
age door set 


1776-J1. This set consists of a 6-inch 
wrought steel chain bolt, an extra 
heavy T hinge, with a reversed pad, 
a 6-inch wrought steel foot bolt, a 
wrought steel handle or pull and a 
wrought steel thumb latch. 

The company states that the chain 
bolt is a strong and safe fastening 
for the top of the door and that it is 
easily operated. The plate of the 
chain bolt measures 5 inches in length 
by 2 inches in width, and the chain 
is 24 inches long. The equipment in- 
cludes a chain guide staple and 
screws, and also three bolt staples for 
different styles of construction. 

The straps of the hinges packed 
with this garage set measure 3% 
inches at the joint. The joint itself is 
7 inches long. Screws measuring 
1% by 14 inches are included. The 
plate of the foot bolt is the same size 
and design as the chain bolt. The 
cap and release floor plate has an 
oval shaped hole to take care of 
shrinkage in the door. The floor 
plate measures 2% inches by 1% 
inches. The bolt has a 1%-inch 
stroke. 

The handle or pull is attached to 
the inside of the door for use in draw- 
ing the door shut. It is made to fit 
the hand, and measures 8% inches in 
length and 2 1/16 inches in width at 
the ends. The thumb latch is of the 
same size as the handle. It is fitted 
with padlock eyes, so that the doors 
ean be securely locked. Screws are 
included with both the handle and the 
thumb latch. 

The Stanley garage set is packed 
complete in a telescope box. This box 
measures 12% by 7% by 2% inches. 
The gross weight of the set is 20 
pounds. Each item is wrapped sep- 
arately. 


“Dumore” Sewing Machine 
Motor 


The Wisconsin Electric Company, 
Racine, Wis., has placed on the mar- 
ket a new specialty, the “Dumore” 
sewing machine motor. The com- 
pany states that this motor is well 
built and fully guaranteed. It may 
be attached to any sewing machine 
without the use of tools. The “Du- 
more” operates on either direct or 
alternating current, and it is so con- 
structed that an automatic switch 
starts or stops the motor at the will 
of the operator. The motor is in op- 
eration only while the sewing machine 
is being used. 

This motor is finished in black 
enamel, and some parts of it are oxi- 
dized. Each outfit is packed in a sep- 
arate carton, which is labeled and 
marked. These cartons can be shipped 
by parcel post, as, when packed com- 
plete and ready for shipment the out- 
fit weighs but 6% pounds. 

It is stated that the use of the 
“Dumore” sewing machine motor will 
not interfere with the ordinary oper- 
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The “Dumore”’ sewing machine motor 


atiof#' of the sewing machine, as the 
bobbin is filled in the regular way 
and the original belt is not removed 
from the sewing machine. The “Du- 
more” sewing machine motor lists at 
$13. 


The Judd Electric Washer 


The Judd Laundry Machine Com- 
pany, Peoples Gas Building, Chicago, 
Ill., is manufacturing the Judd elec- 
tric washer, which is equipped with a 
reversible wringer. This wringer is 
of the twin gear type, and it is ball 
bearing. The wringer has an adjust- 
able, reversible water-board, and also 
a wringer guard to prevent the 
clothes from bunching. By means of 
an independent lever, it is possible to 
operate the tub and the wringer 
either together or separately. 

The frame of this electric washer is 
hard maple, which is braced inside, 
and solidly reinforced at all connect- 
ing points by heavy steel bolts. The 
corners are secured by heavy iron 
caps. The company states that the 
action of the Judd gravity spring 
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forces water through the clothes, and 
that the balance spring reduces the 
pull on the motor, thus insuring 
smooth running, and reducing the 
wear and tear on the mechanism. The 

















The Judd electric washer in operation 


motor and switch are located on the 
top of the washer. 

The company states that the Judd 
air valve, which is opened after the 
tub has made a few oscillations, lets 


‘ excess air escape, and permits free 


circulation, keeping the clothes riding 
lightly in the water. The extra heavy 
copper tub of the Judd washer is 
stated to insure a smooth interior. 
Another advantage claimed for the 
Judd washer is the ease with which 
it may be cleaned. The company 
states that a dipper of water is suffi- 
cient for this purpose. 


Emile Forquinon Company 


The Emile Forquinon Company, es- 
tablished in 1897, has been reorgan- 
ized as a department of Wiebusch & 
Hilger, Ltd.,. 106-110 Lafayette street, 
New York City, and on broader lines 
than originally. 

The goods handled include manicure 
articles, such as files,-sets and sup- 
plies. They are attractively put up in 
leather and leatherette boxes, with 
some in special European styles of 
novelty packing, including holly dec- 
orations for the holiday trade. 

The toilet traveling sets have com- 
pact leather coverings, both in boxes 
and flexible styles, containing comb, 
brush, mirror, soap and tooth powder 
holders, nail polisher, scissors, file and 
cuticle knife; also some patterns hav- 
ing glass containers when preferred. 
Most of the sets are manufactured in 
the United States by American me- 
chanics. 

The company also imports different 
kinds of nail nippers, cuticle scissors 
and nail scissors. These lines are 
branded with the “F. B.” in a paral- 
lelogram, a mark long familiar to the 
trade. 
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The Cutting Edge 


OQ you realize the cutting 
edge on your customers’ 
tools affects your trade? 


R-W (‘c:.) Grindstones 
will insure a keen cutting edge. 
The R-W _ Line includes a 
mounted grindstone of a style to 

suit every liking. 


We'd like to state 
our proposition. 
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No. 400 R-W Victor 





° “A Hanger for Any 
Door That Slides” 


Richards Wilcox 
= 


MANUFACTURING Co. Ea 

=) AURORA ILLUSA.\% ane a 
‘ . . o. 300 R-W Cycle Loose Grindstones 
Richards-Wilcox Canadian Co., Ltd., London, Ont. Prices on Application a. 
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Pfeiffer’s Live Bait Holder 


The Pfeiffer Live Bait Holder 
Company, 52 Clark court, Detroit, 
Mich., is manufacturing Pfeiffer’s 

















Pfeiffer’s live bait holder 


live bait holder, which is made from 
transparent glass tubing by a special 
process. The company states that this 
device holds the bait with no obstruc- 
tion, and gives the fish a clear view 
of the minnow, and, as the glass is of 
nearly the same color as the water, 
the minnow appears to be actually 
swimming about. 

It is stated that the hooks are of 
very good quality, and that the stop- 
per is made of aluminum, with wire 
fittings of nickeled steel. According 
to the manufacturer, it is not neces- 
sary that the minnow be very large, 
as any common shore minnow will an- 
swer the purpose. The Pfeiffer bait 

older magnifies the minnow about 
00 per cent. 

| Jt is claimed that good results may 
be! obtained with this bait holder 
when a No. 3% Hilderbrant spinner 
is ‘used, The spinner is attached to 
the front of the bait holder. This 
bait holder may be used for catching 
small or big mouth bass or pike. When 
casting it is impossible to throw the 
water out of the bait holder, for when 
the holder is lifted out of the water 
it remains fv!! up to the circulating 
holes, and when casting, the cen- 
trifugal forces holds the water with 
the minnow in the lower end of the 
tube. 

In order to get best results with the 
Pfeiffer live bait holder, the company 
states that it is important that this 
device be kept clean. The cleaner 
the tube is kept, the more like water 
it appears. 


Dietz Calendar for 1915 


The R. E. Dietz Company, New 
York City, has just brought out its 
new calendar for 1915, which is ar- 
tistically lithographed in ten colors. 
The company states that this new cal- 
endar is the handsomest one it has 
ever issued, and that copies of it are 
to be distributed to all the hardware 
dealers in the United States during 
the first week in January. The sub- 
ject of this calendar is an attractive 
looking young girl. 

It is suggested by the R. E. Dietz 
Company that any hardware dealer 
who does not receive a copy of this 
calendar during the early part of Jan- 
uary should write for one. 


Stevens Lantern Slide Post 
Cards 


The J. Stevens Arms & Tool Com- 
pany, Chicopee Falls, Mass., is send- 
ing out a folding post card ‘which 
shows three lantern slides which are 
being furnished free to dealers by the 
company. This post card is being 
mailed to all of the hardware dealers 
in the United States. 





“Always Ready” Hose Sup- 
port 


The Eickman Mfg. Company, 329 
Hopeiand street, Dayton, Ohio, has re- 
cently patented the “Always Ready” 
hose support, which is stated to con- 
vert the nozzle of a hose into a 
sprinkler. The company states that, 
while it is possible to set the hose 
with the support in a vertical posi- 
tion, the advantages of this device are 
best appreciated when it is set so that 
the spray is directed away from the 
operator. The hose can then be 

















The “Always Ready’ hose support 


moved in any position without any 
danger of the operator getting wet. 

This hose support may also be used 
for hand sprinkling at any time with- 
out any disconnecting, except to re- 
move the hose from the holder. 


“Crown” Can Opener 


The Norlund Novelty Company, 926 
East Third street, Williamsport, Pa., 
has recently placed on the market the 
“Crown”’ can opener which was pat- 
ented on November 8, 1914. This can 
opener is made from high carbon 
steel, and the company states that it 

















New “Crown” can opener 


is tempered so that it will retain its 
cutting edge, and also so that the cut- 
ting edge will not break. It is fitted 
with a hard wood handle, with a brass 
ferrule. These can openers are packed 
one dozen in an easel back display 
box. The shipping weight per dozen 
is 1% pounds.. Twelve dozen, packed 
in a shipping carton, weigh 16 pounds. 

The company claims that the 
“Crown” can opener will open cans of 
any shape, leaving no ragged edges. 
This opener cuts when the handle is 
pressed downward. The fulcrum un- 
derneath the knife is provided with a 


_ eutting edge, which is pressed against 


the top of the can while the can is 
being opened, thus requiring no ef- 
fort to hold the can, and preventing 
the cutting blade from slipping. ‘The 
retail price of the “Crown” can opener 
is 10 cents. 
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Klein Havens’ Clamp 


Mathias Klein & Sons, 562-564 West 
Van Buren street, Chicago, IIl., have 
perfected and are now marketing the 
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Klein Havens’ clamp for plain or stranded 
wire or cables 
improved Klein Havens’ clamp, which 
is adapted for handling plain or 
stranded wire or cables up to % inch 
in diameter. The particular feature 
in the construction of this device is 
the addition of a swing latch, which 
engages with the stud on the lower 
jaw. This centralizes the pressure on 
the cross-bolt, which is strongly made 
of turned, machined steel. 

The body and handle of this clamp 
are made of a steel forging and the 
eccentric is made of hardened tool 
steel. The company states that this 
tool is the outgrowth of a demand 
for a clamp for use with cable larger 
than % inch. 


New Continental Catalog 


The Continental Fibre Company, 
Newark, Del., has recently published 
its new catalog, which is an attrac- 
tive-looking booklet descriptive of the 
company’s insulating materials, which 
are “Bakelite-Dilecto,” ‘“Continental- 
Bakelite” and vulcanized fiber. The 
first two products have been on the 
market for about two years, and the 
company states that they will with- 
stand about 100,000 volts of elec- 
tricity. 


Van Camp General Catalog 


The Van Camp Hardware & Iron 
Company, Indianapolis, Ind., is dis- 
tributing its new general catalog, No. 
141. This catalog contains 1305. 
pages, and it covers the company’s. 
lines excepting goods in the mill sup- 
ply and plumbing departments. The 
new publication is well illustrated and 
printed. It is bound with a flexible 
cardboard cover, which is printed in 
two colors. 


The Harley-Davidson Dealer: 


The current number of The Harley- - 
Davidson Dealer, which is published 
monthly by the Harley-Davidson Mo- 
tor Company, Milwaukee, Wis., con- 
tains an interesting account of the 
Chicago motorcycle and bicycle show. 
This number contains photographs of 
the first three lantern slides of a 
series which the company is furnish- 
ing free to dealers. 


Edwards Booklet 


The Edwards Mfg. Company, Cin-. 
cinnati, Ohio, has recently published 
a new catalog, which illustrates and’ 
describes the Edwards metal roofing. 
This catalog is well printed and illus- 
trated, and it is bound with an attrac-- 
tive cover. ‘The new Edwards booklet: 
contains 128 pages. 
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Designed exclusively for the retail hardware trade. 


Designed by men who have devoted years to the business—they are 
distinctly in a class by themselves. 


Accredited throughout the world as the leading manufacturers of 
hardware store equipment, we wish to call. attention to a contract we 
recently completed in an Eastern City in which correct and practical pro- 
vision was made for some 18,000 different items. 


We trust the hardware fraternity in its entirety thoroughly under- 
stand Warren Fixtures may be procured for stocks of small or medium 
proportion to stocks of the greatest magnitude. 


If Warren regular fixtures as described and illustrated in Warren 
catalogues should not meet your individual requirements, we are of 
course in a position to design and manufacture Special Fixtures embody- 
ing any practical features to best suit your particular needs. 


The inflexible policy of this firm is and always has been to sell © 


only that which will bear the most rigid inspection and stand the hardest 
usage. All of our lines, each separate and distinct from each other, bear 


these splendid characteristics. 


Catalogues Nos. 65 and 212 


D. Warren Mfg. Company, Chicago, Ill. 


Eastern Display Room, 253 Broadway, N. Y. 


THE LARGEST MANUFACTURERS OF HARDWARE STORE FIXTURES IN THE WORLD 
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“A. B. C.” Power Washer 
and Wringer 


Altorfer Bros. Company, Roanoke, 
Ill., is manufacturing the “A. B. C.” 
power washer, which is equipped with 

















The “A. B. C.” power washer and wringer 


a sliding, power wringer. This washer 
may be operated by gasoline, elec- 
tricity or by hand. It has an adjust- 
ment for regulating the height of the 
platform of the washer from the floor, 
and the power wringer may be slid 
along the wash stand as desired. 

The “A. B. C.” power washer has 
no exposed cogs, etc., to cause dam- 
age, and the company states that 
there is nothing complicated about its 
construction. This machine is started 
by gently lowering the lid of the 
washtub, which allows the flywheel to 
come gradually into contact with the 
moving belt drive. In this way the 
washer “picks up” speed without a 
violent jerk. 

One hand lever, which is conveni- 
ently located, operates the reversible 
power wringer. The operation of the 
washer itself is controlled by raising 
or lowering the lid of the washtub. 

The washtub is made from selected 
cypress, and the company states that 
it is attractively finished. The wash- 
tub is finished in gray, and the bands 
are. trimmed with gold paint. 


“Triumph” and “Kangaroo” 
Traps 


The Oneida Game Trap Company, 
Oneida, N. Y., is manufacturing the 
“Triumph” and “Kangaroo” game 
traps. The company states that the 
springs of these traps are first heated 
in an automatic gas heating machine, 
which is equipped with a pyrometer, 
or heat measuring instrument. Af- 
ter this, they are hardened in oil, and 
finally drawn to the correct spring 
temper in another automatic heating 
machine. 

The new form of cross arm, which 
supports the pedal or pan of these 
traps is stamped from a solid piece of 

















One of the Oneida Game Trap Company’s 
traps 
metal, the company stating that its 
shape adds greatly to its strength. 
The “Kangaroo” game trap was de- 
signed for those desiring a lighter 
weight trap of the same design as the 
“Triumph.” The device embodied in 


the “Kangaroo” trap consists of a 
combination clip and swivel, giving 
the top spring freedom of play and 
leaving the bottom spring with the 
full strength of the metal. The posi- 
tion of the swivel is such that when 
an animal is struggling to escape, it 
is pulling towards the part of the 
jaws firmly held by the top spring. 

The edges of the hole in the top 
spring are also swaged rounding, as 
in the “Triumph” trap, to avoid cut- 
ting the jaws. The jaws are of mal- 
leable iron, wide faced. 

The “Triumph” traps are packed 1 
dozen in a carton, and 20 dozen in a 
barrel. The “Kangaroo” traps are 
packed in cartons, and they are 
shipped in cases. 


Junkune Combination Locks 


Junkunc Brothers, 958 West Sev- 
enty-first street, Chicago, Ill., are 
manufacturing the Junkunc combina- 
tion locks, which are made of rolled 
brass, and which lock in three places. 
The manufacturers state that these 
locks cannot get out of order, and that 
they are so delicately adjusted that 
they cannot be “picked.” Only one 

















The Junkunc combination lock 


nut is turned to lock or unlock them, 
and all parts are lubricated, and fit so 
closely that water or dampness cannot 
get inside and cause rust. 

It is stated that each of these locks 
is carefully adjusted before leaving 
the factory, and the serial number of 
each is recorded. Another advan- 
tage claimed for the Junkunc com- 
bination locks is that they cannot 
freeze, as there are no key holes, 
crevices or cracks in them to fill up 
with snow or sleet. The finished locks 
consist of only four parts, the outer 
cases being rolled together to form 
one piece without leaving a seam. 

These locks are made in seven sizes. 
All casings are made of rolled brass, 
and the hasps are made of brass and 
steel. The prices of the Junkunc 
combination locks range from 75 cents 
for the class D lock to $1.50 for the 
class A lock. 


“Glasbrite” Powder 


The Benjamin P. Forbes Company, 
409 Superior avenue, N. W., Cleve- 
land, Ohio, is marketing the “Glas- 
brite” cleaning powder, which is 
stated to be an odorless, absorbent 
cleaning compound. Among the ad- 
vantages claimed for this product are 
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that it is free from acid and grit, and 
that it is not poisonous. 

The company states that “Glas- 
brite” will dry-clean and polish win- 
dows, mirrors, cut glass, bric-a-brac 
and silverware. It is also suitable 

















A can of “Glasbrite” cleaning powder 


for cleaning lamp globes and automo- 
bile windshields and headlights. In 
use, a little “Glasbrite” is sprinkled 
on a damp sponge or cloth. It is then 
applied evenly to the object to be 
cleaned. After this, the article may 
be rubbed to a bright polish with a 
clean, dry cloth or a _ piece of 
chamois. In cleaning cut glass this 
compound may be applied with a 
small brush, after which the glass 
should be rinsed with water. 

“Glasbrite” is put up in packages 
containing 1/5 of a pound. This size 
package is stated to contain sufficient 
powder to clean 1,000 square feet of 
window giass. The retail price of this 
size package is 10 cents. Any reader 
of HARDWARE AGE may get a free 
sample of this cleaning powder by ap- 
plying to the company. 


Savo Air Moistener 


The Savo Mfg. Company, 39 South 
La Salle street, Chicago, Ill., has re- 
cently brought out the Savo air moist- 
ener, which is designed to be attached 
to the back of a steam radiator or to 
the register end of a hot air pipe. The 
moistener is filled with water, after 
which its operation is entirely auto- 
matic. The heat of the radiator com- 
ing in contact with the corrugated 
back of the air moistener causes the 
water to heat and evaporate, thus 



































The illustration at the left shows the 

method of filling the Savo air moistener: 

the cut-out section in the illustration at 

the right shows how the air moistener 
hangs on the radiator 


making the air most. The model of 
the Savo air moistener which is de- 
signed for use with hot air heating 
systems is cone shaped. 

The Savo air moisteners are made 
in a number of sizes, which range 
from style No. 4, which measures 5 by 
9 inches to style No. 1, which 
measures 12% by 14 inches. 
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Sell Simonds Saws for Christmas Presents. What 
could be a better or more satisfactory gift for any 
man at so small an expense? Suggest it to your 
customers. This year practical and useful gifts 
will be in higher favor than ever before. 


Simonds Saws have special Christmas boxes. 


Simonds Saws are unconditionally guaranteed. 


Simonds Saws are Blue Ribbon Brand Saws. 
SIMONDS MANUFACTURING COMPANY 


FITCHBURG, MASSACHUSETTS 


17th Street & Western Ave. Portland, Ore. San Francisco, Cal. St. Remi St. & Acorn Ave. 
Chicago, IIl. New Orleans, La. Vancouver, B. C. Montreal, Que. 
Seattle, Wash. St. John, N. B. 
New York City Memphis, Tenn. 
London, England 
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MOTOR ACCESSORIES 


New Fuel for Motor Cars Tried Out at Indianapolis 


N November 19 and 20 a series 
of tests was conducted on the 
Indianapolis speedway with a new 
fuel known as “zoline.” According 
to a recent statement, this new fuel 
consists of a large percentage of 
water, some naphthalene and two 
other ingredients, the nature of 
which are not now known. John 
Andrus, of McKeesport, Pa., who is 
the inventor of “zoline,” recently 
discovered a new method of tem- 
pering armor plate,. for which he 
received a large sum of money from 
the United States Government. 

In testing the new fuel at the In- 
dianapolis Speedway, two runs of 
500 miles each were made. The 
motor car used for the test was a 
regular model Marmon, which was 
fitted with a stock carbureter. Rep- 
resentatives of the American Auto- 
mobile Association were present at 
each run, and took charge of the 
proceedings. The motor car was 
run at 50 miles an hour on each oc- 
casion, and after the full 1000 
miles was completed, the machine 
was taken to the Marmon factory, 
and the motor was taken apart for 
examination. It was found that the 
carbon deposit from “zoline” was 
no greater than that caused by gas- 
oline, and that the deposit was 
softer than that found in the cyl- 
inders of a motor in which gasoline 
is burnt. The experts from the 
American Automobile Association 
stated that the fuel consumption 
with “zoline” was the same as that 
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when the regulation commercial 
fuel was used in the same motor. 
Their examination of the valves, 
valve seats, pistons, etc., showed 
that these parts were all in excellent 
condition, and that the motor was 
ready for several thousand miles 
more. 

Persons who were present at 
these tests of this new fuel, stated 
that it appeared to give a more 
lively action to the motor, with a 
note to the exhaust that was indica- 
tive of great power. 

There seemed to be no tendency 
toward overheating, considering the 
pace which had to be maintained 
by the car on both runs. Quicker 
starts were made with “zoline” than 
with gasoline, and more speed was 
shown with this fuel. The appear- 
ance of “zoline” itself was watery, 
and slightly darker than ordinary 
gasoline. There were small parti- 
cles in suspension in it. The char- 
acteristic odor of “moth balls” or 
naphthalene was very apparent 
when it was handled or even closely 
approached. 

The inventor of “zoline” inter- 
ested Carl G. Fisher, president of 
the Prest-O-Lite Company last 
summer, and a test was held in Mc- 
Keesport, which came off success- 
fully. However, Mr. Fisher de- 
sired another and longer try-out, 
which was held on the Indianapolis 
Speedway on July 4. A 200-gallon 
still was set up in the Prest-O-Lite 
plant for the purpose of manufac- 
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turing the fuel, and it was with the 
product of this still that the tests 
were made on November 19 and 20. 
The Prest-O-Lite Company is now 
erecting a 400-gallon still to supple- 
ment the original apparatus. It is 
stated that the cost of producing 
“zoline” will be only 11% cents per 
gallon, and that this fuel will rev- 
olutionize the motor car industry, 
by supplanting gasoline and kin- 
dred fuels. A company will be or- 
ganized to market “zoline” shortly, 
and it is known that the following 
prominent motor car men will be in- 
terested in its formation: Carl G. 
Fisher, of the Prest-O-Lite Com- 
pany; James A. Allison, an asso- 
ciate of Mr. Fisher; H. B. Joy, of 
the Packard Motor Car Company; 
Roy Chapin, of the Hudson Motor 
Car Company, and Howard C. Mar- 
mon, of the Nordyke & Marmon 
Company. 


Craig Concrete Garages 


David Craig, 70 Broad street, 
Boston, Mass., is manufacturing 
the Craig portable concrete gar- 
ages, one of which is shown in the 
accompanying illustration. These 
garages are made from concrete 
slabs, which are bolted to steel 
frames, the slabs measuring 1 foot 
in width by 5 feet in length by 1% 
inches in thickness. The double 
doors are each 4 feet wide and 8 
feet high. They are covered witk 
sheet metal. A small door is pro- 
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Profit in Plugs 


A hand book of selling 
facts just off the press 





YOURS BY RETURN MAIL— 


HIS-—the most complete book on 

Spark Plugs that to our knowl- 

edge has yet appeared—is a 

larger and more elaborate development 

of the idea which made famous the 
Sharp book, “‘ Automobile Ignition ”’ 





Amiri It describes automobile ignition troubles 
AVANT and their remedy, tells the story of the 
ain 41,000-mile test, shows a spark plug for 


age every use and contains in full the famous 
: i Sharp Dealers’ Guarantee. 
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GUARANTEE 


Any unsold spark plugs purchased of us can 
be returned at any time and the full purchase 
price will be promptly refunded. 


In other words, We carry the risk. 














The Sharp Spark Plug Co. 


3388 Broadview Rd. - Cleveland, Ohio 





USE THE COUPON NOW—; 





Kindly place me on your list to receive, 
without charge and without obligation, a 


The copy of your new Sharp Spark Year Book. 
leader 
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vided for easy entrance to the 
garage. 

The roof is made of double 
sheet metal, with an air space of 
14% inches. The metal is galva- 
nized, where exposed. The win- 
dow frames are of metal, with 
wired-glass lights. Each building 
is furnished with a sill, which is 
made of channel steel. The manu- 
facturer states that these garages 
are of pleasing appearance and 
that they are fireproof. 


Schrader Tire Gauge 


A. Schrader’s Son, Inc., 783-791 
Atlantic avenue, Brooklyn, N. Y., is 
manufacturing the Schrader Uni- 
versal tire pressure gauge, with 
which a motorist may accurately 
determine the pressure of the air in 
his motor tires. The Schrader 
gauge contains a large air chamber 
which has only one opening. This 
is at the bottom, at the point where 
the gauge is held to the tire valve. 
During the operation of testing the 
air pressure, the air chamber of the 
tire and the air chamber of the 
gauge become one combined, con- 
tinued chamber. 

When the contact between the 
valve and the gauge is made, the air 
enters the air chamber in the gauge 
and gradually extends it until the 
exact air pressure in the tire is 
shown on the indicating sleeve. 
The indicator remains set at the 
figure giving this air pressure until 
it is pushed back into place. The 
inner mechanism is stated to be 
such that no matter in what posi- 
tion the gauge is applied to the 
tire the indicating sleeve remains 
at the point to which it has been 
forced by the air pressure. 

Another special feature of the 
Schrader gauge is its spring. This 
has been made exceptionally strong. 
Each spring is made from soft steel 
wire, which is wound by special 
machinery on exact mandrels. 
These springs, the company states, 
are carefully tempered by a special 
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One of the Craig portable concrete garages 


process to overcome brittleness and 
to prevent all possibility of their 
snapping off when under tension. 
In using the Schrader pressure 
gauge it is only necessary to re- 

















Schrader universal tire pressure 
gauge and containing case 


move the dust cap and valve cap 
from the tire valve and then apply 
the base of the gauge firmly against 
the end of the tire valve. The in- 
dicating sleeve will then emerge 
from the gauge casing, the point at 
which it stops indicating the air 
pressure in the tire. These gauges 
are priced at $1. 


Big Display of Federal 
Tires 


HE Barker, Rose & Clinton Com- 
pany, wholesalers in heavy and 
shelf hardware, of Elmira, N. Y., 
recently made the display of Fed- 
eral tires which is shown in the ac- 
companying illustration. The com- 
pany handles a full line of automo- 
bile accessories. 

It is stated that the photograph 
which is herewith reproduced does 
not represent the entire stock of 
tires carried, as at the time this 
photograph was taken the photog- 
rapher had become impatient, and 
the half dozen men who were carry- 
ing tires out to the sidewalk had 
become exhausted. It is stated that 
this display attracted considerable 
attention, and the company says it 
was a good advertising proposition. 
No special reason is advanced for 
the making of the display at this. 
time, except that it was a general 
business stimulator. 

















Large display of tires recently made by the Barker, Rose & Clinton Company, Elmira, N. Y. 
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“Well, Smithson, 
how do you find 
business 2”’ 


“By going out 
after at!’ 


By going out after it 
and going.out after 
it hard! Getting the 
jump on competition 
that has withdrawn its 
forces from the field to 
wait till “foreign con- 


ditions pick up.”’ 


Firing 16-inch adver- 
tising guns while the 
other fellow is oiling 
up his 22 calibre. Cap- 
turing neglected mar- 
kets rather than going 
to South America for 
new ones. Getting in 
an early bid for a share 


of that 5-billion dollar 
crop yield. 


That’s what Smithson 


meant! 
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239 WEST 39TH STREET 
NEW YORK 





LIGHTNING 


Make those once-in-a-while customers — 





SALES AGENTS : 


FLEX SPARK PLUG 


permanent. The pass- 
ing autoist who of 
necessity buys a 


JREFLEX 


Plug of you will come 
back for other supplies. 


30 days’ trial at 
our risk 


is just one of the good sell- 
ing points that help intro- 
duce Reflex Plugs. 


Their service and satis- 
faction make new custom- 
ers for your store. 


Forp SPECIAL PLUG a 
big seller. Write for cat- 
alogue and dealers prices 
on complete line. 


THE REFLEX IGNITION CO. 


Cleveland, Ohio 


C. M. Foster, Boston 
Jno. A. Culver, Atlanta 
. A. Bergh, Los Angeles 
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ithe and More Live 
Hardware Dealers 


Each month are taking on our line, carrying 


They 


in stock the various grades of 


HARRIS 


TRADE MARK REG. s PAT. OFF, 


OILS 
GREASES 


te automobilists, 











sell them 


motorcyclists and motor boat owners. 





Branch: 


The class of motorists that make the 
most desirable trade know HARRIS 
products by reputation. If they know 
you handle HARRIS OILS, they will 
patronize you. Better business—bet- 
ter customers through handling these 
pure oils. 


Sold in barrels, half barrels, 5-gallon 
and 1-gallon cans. 


‘‘A Little Goes a Long Way and Every 
Drop Counts’’ 


A. W. HARRIS OIL CO. 


326 S. Water St., Providence, R. I. 








143 No. Wabash Ave., Chicago, IIl. 
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The “Injex” Primer 


The Reflex Ignition Company, 
211 High avenue, Cleveland, Ohio, 
is marketing as exclusive distribu- 
tor the “Injex” primer, which is 
manufactured by the Schimpf 
Starter Company, Boston, Mass. 
The company states that one pull 
at the ring which is located on the 
steering post or dashboard shoots 
a powerful, fine spray of gasoline 
directly from the feed pipe up into 
the manifold, causing the motor to 
start quickly under full power. 

It is stated that this primer will 
fit any carbureter, and that it does 
not diminish the supply of gasoline 
in the carbureter, as it draws its 
supply of gasoline directly from 
the feed pipe. The “Injex” primer 
is made in two styles. The flange 
type is placed between the carbu- 
reter and the intake manifold, and 
the manifold type is attached at 
any point on the intake manifold. 

By referring to the illustration 
which is shown here, the operation 
of this primer will be readily un- 




















Working drawing of the “Injex” 
primer 

derstood. The gasoline is brought 
to the primer from the gas line A. 
When the ring D is pulled, it 
draws lever C forward, thus draw- 
ing a charge of gasoline into the 
cylinder of the primer. When D 
is released, a strong spring carries 
the piston plunger B back, which 
forces a powerful spray of gasoline 
through the nozzle E into the in- 
take manifold. 

The “Injex” primer is listed at 
$2.50. 


The “Beartone” Fan- 
Horn 


The Oakes Company, Indian- 
apolis, Ind., has recently announced 
to the trade the “Beartone” fan- 
horn, which is a combination fan 
and horn. The company states that 
this device combines all the essen- 
tial points of fan construction with 
a thoroughly efficient horn, which 
is stated to be unusually powerful. 
The “Beartone”’ fan-horn is claimed 
to embody the same mechanical ac- 
tion as the regulation motor-driven 
horns, although it requires no elec- 


tric current to operate it. As this 
horn operates in conjunction with 
the fan, the horn cannot fail to 

















“Beartone” combination fan and horn 


operate as long as the motor is 
turning over. 

To operate the “Beartone” it is 
only necessary to press a button, 
which is located at the driver’s 
seat. It is stated that the tone of 
the horn may be varied according 
to the pressure put on the button. 


“Norleigh Diamond” 
Shock Absorber 


The Shapley Hardware Company, 
St. Louis, Mo., has_ recently 
brought out the “Norleigh Dia- 
mond” shock absorber, which is 
made especially for Ford motor 
cars. The company states that this 
shock absorber is dustproof in con- 
struction, and that it is made of 

















“Norleigh Diamond” shock absorber 


drop-forgings throughout, with 
brass bushings in all moving parts. 
Unusual strength is claimed for the 
“Norleigh Diamond” shock ab- 
sorber. It is further stated that 
oiling is required but once a year. 
The company states that with this 
shock absorber, motorists may 


% 
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greatly reduce wear and tear on 
their motor cars and at the same 
time, cut down tire expense. These 
shock absorbers will fit all Ford 
models, and they are guaranteed 
against defects in material and 
workmanship. 


The “X-Ray” Spark 
Plug Tester 


The X-Ray Spark Plug Indicator 
Company, Pleasant Lake, Ind., is 
marketing the “X-Ray” spark plug 
tester, which is an instrument de- 
signed to be permanently attached 
to the dash, and which will indicate 
whether the plugs are sparking or 
not. 

This instrument is in the form 
of a circular junction box, as shown 
in the illustration, the center of = 
which contains a star-shaped mov- 
able unit, with as many points as 
there are cylinders in the motor. 
On the inside of the rim of the de- 
tector are terminal points. Wires 
are run from the contact on the 
detector to the spark plug. If the 

















“X-Ray” spark plug tester 


center of the instrument is rotated, 
so that a small gap exists between 
the star point and the terminal, a 
misfiring cylinder will be detected 
by a spark jumping the detector 


gap. 

After the test has been made, the 
center is returned so that the points 
of the center or switch are midway 
between two outer terminals, and 
when in this position, which is run- 
ning position, the detector does not 
operate. This device is priced at 
$5 for the two, three or four-cylin- 
der model, and the six-cylinder 
model is listed at $6. 


THE HOTPOINT ELECTRIC HEATING 
CoMPANY, Ontario, Cal., manufactur- 
ers of electrically heated household ap- 
pliances, such as toasters, sad irons, 
chafing dishes, etc., has leased a new 
three story building fronting on Og- 
den avenue, between Leavitt street and 
Oakley Boulevard, Chicago, Ill. The 
company has for some time main- 
tained offices and assembling shops at 
110 West Washington street, but will, 
upon the completion of its new build- 
ing, establish a complete manufactur- 
ing plant. The floor space covers 
40,000 square feet. 
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Fleck Brothers’ Autocar ready for suburban trip 


Ve 


OR quick and economical hauling of your supplies, the, Autocar 
is the most perfected vehicle the world today affords. You are 


\N placing yourself at a disadvantage if you do without such de- 
\ livery service as the following are enjoying :— 


FLECK BROTHERS, Philadelphia, Plumbing Supplies:— 

“The Autocar is proving a first-class investment for us. It makes deliveries to suburban 
points and averages 50 to 60 miles a day. In these days of high cost of horse feed, etc., 
the Autocar is a sound and economical method of doing business.” 

SIMMONS HARDWARE COMPANY, Philadelphia Branch:— 

“The Autocar truck purchased of you has proved entirely satisfactory in every respect.” 
SOMERS, FITLER & TODD CO., Mill and Contractors’ Supplies, Pittsburgh:— 

“Our Autocar has traveled, in the year we have had it, over 15,000 miles and has not been 
laid off for a single working day. It is giving perfect satisfaction.” 

C. FRANK WILLIAMSON, Media, Pa., Lumber, Coal and Feed Merchant:— 

“I find my Autocar of surprising advantage. It does the work of six good horses and 
costs much less than they do to keep and operate. Recently the car hauled 80 tons of 
crushed stone in two days’ time, each trip being one and a half miles.” 
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The Autocar is used in 
Every Line of Business. 
It is endorsed by more 
than 1700 owners, a 
large number owning 
from 10 to 270 Autocars 
each. 


Chassis Price 
$1850 
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\ Why not become fully in- 

N , formed about the Autocar 

N f in the Hardware and Con- 

N ‘ tracting business? Write 

\ 5 a2 —— for our new catalog. Ad- 

\ | 4 Ss gee ate i te ithe dress Dept. G. on 
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The Autocar Company, Ardmore, Pa. 


ESTABLISHED 1897 MOTOR DELIVERY CAR SPECIALISTS N 
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THE WAY TO MAKE STOVE 


By A. F. MUELLER 


EET METAL DEPARTM 
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FIG. 5. 





Slohonary Halt 











































































































M FIG. 3. 








Patterns for stove casings 


tributed by radiation, which method warms 

the room unevenly, the floor being too cold and 
the ceiling being too warm. If the stove be encased 
and the casing left open at the bottom and at the 
top the colder air will pass up around the stove, 
and be warmed, and the warm air in the upper part 
of the room will take its place and thus more evenly 
warm the room. These casings can be made in a 
variety of ways, there being no standard, and the 
main point is to provide a shell with sufficient space 
between it and the stove for passage of the circu- 
lating air. They are particularly adapted for can- 
non and oak stoves and to make them more efficient 
they should be made double or lined with heavy 
asbestos paper to prevent any radiation. There are 
a number of patented heaters on the market that 
are based on this method of heating but the prin- 


" HEATING rooms with stoves the heat is dis- 
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ciple embodied is that of the warm air furnace, so 
that encasing a stove will not infringe any patent. 
The entire apparatus is in fact a miniature warm 
air furnace placed in the room that is to be warmed 
instead of in the basement. 

Fig. 1 is a general view of a casing having a feed 
and an ash pit door and supported on legs. All of 
the different parts can be made in the ordinary 
tin shop and Wellsville or polished steel and plan- 
ished iron are most generally used. The legs and 
the latches are made of bundle bands, with holes 
in the feet so the casing can be fastened to the floor. 
The space between the casing and the stove should 
be from 4 to:7 inches, depending on the size of the 
stove and the deflecting ring just above the fire pot. 
The hight from the floor will depend on the hight 
of the base of the stove, from 6 to 8 inches. 

The top and bottom can be wired as shown at the 
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Opportunity 


Never in the history of the motor 
car business has there been 
such a demand for a low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 
that of any other reputable 
warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 
the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 


signal. 


Fach and every one of these car 
owners will buy the signal that 
offers the most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 
sibilities the Sparton offers the 
wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signals. 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 
proposition. 


The Sparks-Withington Company 
Jackson, Michigan 
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section I or bound with bands.as at section M. The 
openings for the doors can be hemmed as at A of J, 
or wired on the outside as at L or on the inside as 
at K’. The doors are wired, and notched for the 
hinges as shown, either as in section K or section 
L. The legs may be riveted or bolted to the body 
but in either case washers should be used on the 
outside. 

Fig. 3 shows where the body rests on the floor 
and the supply of air is delivered to the warming 
chamber through several large openings. 

Fig. 4 shows a horizontal section through the 
door of the stove and the casing is so made that it 
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returns to the stove at G and H and the stove front 
is left exposed, removing any need for doors in the 
casing. 

Fig. 5 shows a similar horizontal section in a 
casing that is made in halves, without any doors. 
The rear half is firmly fastened to the floor and the 
front half is hinged to it and is swung open for 
access to the stove doors. 

Fig. 2 is in all respects similar to Fig. 1 except- 
ing that it has one large door instead of two smaller 
ones. Either of these figures can also be made in 
halves, as Fig. 5, which will permit them to be 
removed from the stoves at any time. 
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- Interior view of the Peirson hardware store, Pittsfield, Mass. 


An Old-Fashioned Hardware Store 


EDITOR HARDWARE AGE: 

Dear Sir—We. have noted with a great deal of 
interest the pictures of the new hardware stores 
that you have from time to time published in 
HARDWARE AGE, and we are wondering if perhaps 
you would not be interested to see the interior of 
an old-fashioned hardware store; so we are send- 
ing you under separate cover a picture recently 
taken by some strolling photographer of the in- 


‘ terior of our store. It fairly represents our pres- 

ent appearance. A bit of store history is as fol- 
lows: 

_.. Established in 1853. Moved into our present 

« quarters “Right in the Center of the City” in 1857. 


With a steadily increasing business proportion- 
ate: to the growth of Pittsfield and its surround- 
ings the Peirson Hardware Company has enjoyed 
a reputation for honest dealing in the best kind of 
hardware. The store has been enlarged several 
times, until now it is 185 feet deep with a store- 
house and salesroom at one side, two stories high, 
60 x 80, and store room over the store 40 x 65, 
giving us a floor space of 20,000 square feet. The 


store is old-fashioned in appearance, having green 
sample boxes, but in stock and management we en- 
Gouver to be up to date. Yours truly, 


'PEIRSON HARDWARE Co. 
By F..E..Peirson, Treasurer. 


The Difference 


STORY is told of an Irish sailor who decided to 
walk from Newport to Cardiff. He met a cart 
driver and asked: 

“How far is it from Newport to Cardiff?” 

“Twelve miles, mister,” was the reply. 

“Thankee,” said Pat. “An’ how far is it from Car- 
diff to Newport?” 

Driver—Didn’t I tell you how far it was from New- 
port to Cardiff? Do you suppose it is any further the 
other way back? 

Irishman—Sure, and I don’t know. I know it is a 
great deal farther from New Year’s Day to Christmas 
than from Christmas to New Year’s Day.”—Ezchange. 


THE SERPENTINE HEATER MFG. COMPANY, Marion, 
Ohio, has been incorporated with a capital of $25,- 
000. J. Lee Shaw, J. D. King, F. E. Peters, C. A. 
Clunk and K. H. Marshall are the incorporators. 
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The Ben Hur Line: 
Sells and Satisfies | 


———- 


Dealers find a tremendous source. of perpetual profits and easy sales 
in the satisfactory service every user gets from 


BEN HUR 


Horse 


BLANKETS 


That’s only natural when you stop to.con- 
Robes 
are the very cream of the texfile makers’ 
product. BETTER Blankets and Robes 
than BEN HURS are NOT MADE in America 
today. In fact—it’s mighty hard to find 
their equal. 


Every time you sell a BEN HUR, you give 
your customer the best blanket made, at 

ractically the price of an ordinary article. 

uch big“money value is bound..to bring 
him back for his future needs. 


And no matter what style, size, weight or 
oy blanket: or robe he may want, the 
EN HUR LINE is so complete and exten- 


Vehicle 
ROBES 


sive, that he’ll find a BEN HOR is just 
what he needs. 


.You waste no time arguing or reasoning. 
The name “Ben Hur” is ample proof to 
him that you’re giving him the best to be 
had... Such easy'sales not merely make all 
your profit “velvet”, but they’re a wonder- 
ful aid in selling your other lines of goods. 


Don’t waste your efforts bucking the cur- 
rent,. when you can MORE PROFITABLY 
swim with the stream at yourback. Handle 
the BEN HUR Blankets and Robes—Har- 
ness and Whips—for. the quick and easy 
profits in-them, and let their satisfactory 
service help to sell your other merchandise. 


The George Worthington Company 


Cleveland, Ohio. 


See this line before you place your order 
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A Merry Christmas 
and a Profitable One 





HESE are days of useful gifts. No Yuletide 
offering will be more favored by the tired busi- 
ness man than a book—one that will afford him 
interesting reading in times of leisure as well as helpful 
hints on business uplift. In compiling “Secrets of 
Personal Culture and Business Power,’’ Mr. Bernard 
Meador has well realized this important combination. 


Guided by the urgings of men who had read his 
week-to-week editorials published under the name of 
“Efficiency’’ and “‘Everyman,’’ Mr. Meador has com- 
bined, rewritten and strengthened these articles in the 
book illustrated. 

Bound in flexible ooze lamb, with each leaf edged 


in burnished gold, this volume-de-luxe of 176 pages 
will adorn the busy man’s desk as well as enrich his 


mind. 

To paid-up subscribers we offer a limited supply of 
“Secrets of Personal Culture and Business Power’’ at 
$1.00 per copy postage paid. 


Hardware Age Book Department 


239 West 39th Street, New York 
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1 Buy a a 
Federal 


Not only to widen 
your field of trade— 
reduce your haulage 
costs and improve 
your delivery service, 
but for the same 
reason the transpor- 
tation experts of 
these large firms in 
your business _pur- 
chased them. 

Bahl Sons Co., Detroit, 
Mich.; Fitchbur Hard- 
ware Co., Fitchburg, 
Mass.; Greg Hardware 
Co.,Detroit, Mich.; Hub- 
bard & Eagleston, Balti- 

more, Md.; Henderson- 
Suydam Hardware Co., “ia 
ee ee eee m FEDERAL TRUCK owned by the P. R.L. & P. Co. of Portland, Ore. 


Sons, San Francisco, 
California 

These well known houses are only a few of the hardware dealers who have adopted Federalized trans- 
portation as the most efficient means ot hauling their products. 

Because the Federal is simple to operate—not only in running and steering but stays in working condition 
and is constantly on the job. And that is the secret of truck efficiency. 

You must have a truck that is always ready for work, and the Federal gives a day in and day out service 
that is unequalled. 

The splendid service given by Federal trucks is backed up by ‘the service facilities of Federal dealers 
throughout the country. These facilities insure help in case of accident or any difficulty that might arise. 
The Federal transportation engineering department has solved many knotty problems and will help you in 
your own particular conditions. 

“Federal Factory Feature” shows our distribution in every state in the Union, and illustrates the kind 
of service we place at the command of Federal users. Write for it. 
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FEDERAL MOTOR TRUCK COMPANY 
I's TON 242-250 Leavitt Street CHASSIS 
DETROIT - - - e MICHIGAN $ 1 8 00 
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Stock the GENUINE! : 
—the DELTA Hand Lamp! | 


An electric hand lamp, using one ordinary No. 6 dry battery, to 
be genuine—and to bring Te ~ orders—must be a DELTA! 
It is every merchant’s policy to sell successful goods 0 nly. 
The electrical only’ that are responsible for the DELTA’S 
y in the DELTA. Patents were issued 
Sept. 22, 1914 


DELT, ELECTRIC 


p panini 


Lamp of 1000 Uses! 


Another thing—the DELTA is 
Nationally omg ens It is 
the biggest oney -maker 
among lights which oan 
have. It burns 40 
hours continuously if des desired. 
Takes place of undesirable 
lanterns, candles ordinary 

flashlights. Absolutely ror 4 
Bought by thousands of 


momsewives. Auto d 
mobilists, hystcians, The above illustration is correct PHOTO- ; 














These 
Are 
the 
Biggest 
Little 
Tools 


on 


Earth! 
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Electricians, tore- GRAPHIC re reduction of the “HANDY-MAN” COM- }- 

keepers, Plumbers, BINATION L KIT—a radical departure in high- [ 

Miners, Garage Men, grade tool saakcion the eeneamental object of fF 

Railroad Men, Fire- which is to EAL EFFICIENCY and /) 
men, Watchmen, In- PRACTICAL UTILITY in the Oo SMALLE ST space pos- |. 
spectors, etc., etc., ete. a e (a. 6 by | op 2 ‘ase sonata ona f 

consists een spien 
Pe hag gy I SS a tempered and USEFUL tools in combination Meith : 
polished lena handle and bail an INTERCHANGEABLE HANDLE! } f 
Retail price, special Indispensable to the Automobilist, the Householder, the Farmer, [f ; 
Dealer offer. % . quickly ~, t the the Mechanic, the ayman—EVERYONE! For use in the Home— f 
Ginet trem thekeen “Whukin tent ‘NSHLLS ITSELF INSTANTLY ON PRESENTATION! No “talk- 
ry e 7 up’ or loss of time necessary—JUST SHOW this Kit and your |, ‘ 
sa ' kK 
Four Big Winners arzetall, price only $3.50 rpicte cans ; 
rawn-s x. vertis F 
ue” Delta Bicycle ition tend Tail and our convincing pamphlets “THE p Srony Par ds Dianiay ‘Sige f 
a Tall ‘Light’ and Delta Table Wilts tobay Sor fell Sadeumation coves tiie alae Guigés } 
8% Inches High Lamp. Investigate. sition. 
DELTA ELECTRIC COMPANY, Marion, Ind. AMERICAN NOVELTY COMPANY 


Manufacturers of Meritorious Electric Specialties Maryland Bidg. Washington, D. C. 
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Experienced Help 


in specialized lines of business is always hard to secure. The best wis d 
to get it is to advertise in publications that these men read. In the hard- 
ware trade, it is HARDWARE AGE. Try it for any kind of hardware 
Distance is no disadvantage to these 


the East meets the West and the North the South, and Uncle Sam is a 


help. 


HARDWARE AGE 


classified 


speedy and willing servant. 


There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 
In answering ads do not send original letters of reference— 


Note: 
send a copy, it does just 


Help Wanted 


as well. | 


Situations Wanted 


Here 


columns. 


Situations Wanted 


December 10, 1914 


Help Wanted and 
Business Opportunity 


Advertisements 2c. per 
word—$1.00 minimum 
rate. 


Situations Wanted 


2c. per word—50c. min- 
imum. 
Display rates on request. 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns as they are frequently miés- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 

stalment houses, premium _  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care Harpware 
Acs, New York. 





SALARIED POSITIONS. 

We have calls for tinners, plumb- 
ers, salesmen, clerks, stenographers, 
etc. If you wish a position we can 
place you. Write for particulars— 

laces you under no obligations. 
aes Service Company, St. Louis, 
issouri. 





WANTED—Salesmen with estab- 
lished territory calling on hardware 
or furniture ers that want a 
good practical article for side line 
with liberal commission write to Will 
J. McGriff, 132 West Fourth street, 
Anderson, Indiana, for culars. 
Sells from nonegree™. tate terri- 
tory cover Address “‘G. D.,” care 
Harpware Acs, New York. 





3 wast ~ . in, oer 
tate to sell our line o 

HINGES on a commission basis. 
We want none but those who can 
“make good” on an article of merit. 
Rock ty Mfg. Co., Wabash, Ind. 





WANTED—Competent man, ex- 
perienced in manufacturing cutlery 
or small tools, to take charge of shop 
making shears from forgings. ; Must) 
be capable of handling men on the 
different operations and up-to-date in 


en references and age. . Address 
- .'O..” care Harpware Acs, New 





HARDWARE CLERK WANTED 
—We want a first c salesman 
and clerk in a retail hardware store 
situated in a qountry tow of about 
4,000 inhabitants. ust be of the 
v best habits, honest, 
and not afraid to work. 
can set up stoves and competent to 
do all that is required to be done 
in a store of this kind. Address 
in own handwriting, and give refer- 
ences and salary expected, together 
with full particulars as to experience 
and ability. A good position is open 
now to the right one. Address 
“H. B.,” care of Harpware AcE, 
New York. 








SALESMAN WANTED—Sales- 
man familiar with the hardware 
trade to represent manufacturers’ 
agent of hardware ialties, in the 
Southern States, xcellent oppor- 
nero for live, —o— no sees 
tate » experience, and salary re- 
ned alee ive references, Ad- 
res “H. .” Harpware AGz, 
New York. 





SALESMAN—Young man, 30 
years old, married connected for 
ast ten years with steel concern, 
ve years as sales correspondent, 
five years road work, selling nails, 
barb wire and fencing to the hard- 
ware and implement trade, desires to 
make a change in line. Would like 
to sell a hardware specialty to either 
the retail or jobbing trade. Address 
Box A-49, care Harpware Ace, Park 
Building, Pittsburgh. 





" commission 


WANTED—Strictly _ sober and 
industrious salesman wishes employ- 
ment with reputable house handling 
hardware machinery, automobile su 

lies or kindred lines anywhere in 
tinited States. Am in business now, 
but must get on road. Can sell 
most anything, but want work with 
future. Am 30 years old and mar- 
ried. Address “G. P.,” care Harp- 
ware Acz, New York. 


\executive experience of ten years. 


oughly conversant with all branches 
of the dware business. Has had 


Also road experience. Reasom.owing 

to change in persorinel . of - firm,. 

Apply Box “G. Z.,”” Harpware AGE, 
ew Yor oe a 


- 





PRACTICAL HARDWARE MAN. 
ampernees, desires position, prefer- 
ably in East. Specialist in stock ar- 
rangement and display. Can write 
show cards and handle advertising. 
a A.,” Harpware Acre, New 

ork, 





HARDWARE MAN, 39, 20 years’ 
experience, wants to make a change, 
outside work preferred. Address 


POSITION by young man, thor-| 


HARDWARE STORE wanted for 
a nice level 320 acre S. E. Kansas 
farm. No rocky, rough or overflow 
land. 110 acres in cultivation, bal- 
ance native meadow. hree miles 
from fine town. Fine roads. Gas 
well on farm. Price $65.00. Will 
carry up to half on farm at 6 per 
cent. Address Box 28, Warrens- 
burg, Mo. 





FOR SALE—Stock of hardware 
with plumbing and tin shop con- 
nected. Will inventory about $8,000. 
Good reason for selling. Doing a 
good business and gaining every 
ear. Store is located in Southern 
ew York State, town of about 
1,500, with good farming district. 
Address “G, W.,” care ‘Raowae 
Ace, New York. 





“H. F.,” care Harpware Acre, New 
York. 





EXPERIENCED MAN who 
knows how to buy and sell hard- 
ware at a profit would like to become 
assistant to an elderly man who has 
too much to do. Can furnish qoot 
reference in regard to both hon- 
esty and energy. Address “G, Q.,” 
care Harpware Acz, New York. 





_ SUCCESSFUL SALESMAN de- 
sires line for California or Pacific 
Coast on commission. Can arrange 
territory to suit. Have ability and 
acquaintance for big. results, Ad- 
dress “G. R.,” care Harpware AGz, 
New York, 





EXPERIENCED HARDWARE 
N, 37 years of age, would like 
connection with large retail, whole- 
sale or manufacturing concern. Nine- 
teen years’ experience in every line 
of hardware @nd mill supplies. Ten 
ears as buyer and general manager. 
i ¥ references. Address 


ware Act, New York. 
EXPERIENCED | SALESMAN 
wants manufactures’ selling agency 
for tools and ows gm ae hila- 
delphia. and*‘vicinity. If you have 
the goods and sy I can get the 
business, “G. T.,” cafe “HARDWARE 
Acs, New York... 








THOROUGHLY EXPERIENCED 
hardware man desires traveling 
position on salary or. salary and 
basis:. « Will consider 
good position ‘as retail clerk or man- 
ager. ~an | est of refer- 
ences ‘and tee satisfaction. 
No bad _ habits. State full - 
ticulars. “G. U.,” Harpware AGE 
New York. 


* 








SUCCESSFUL SALESMAN with 
several years’ experience calling on 
the jobbing and retail hardware trade 
in Virginia, North Carolina and 
South arolina wishes to make a 
connection for 1915. Best of refer- 
ences. Address “G. V.,” care Harp- 
warE AcE, New York. 





SALESMAN of experience, with 
splendid connection through Central 


anada, wishes to represent manu-| 


facturer of any staple lines of hard- 
ware. Box “G. &.,” care Harp- 
ware Acs, New York. 





WANTED—By established and 
well-known manufacturer of build- 
ers’ hardware specialties, salesman 
for New York and adjacent terri- 


tory. Splendid opportunity for right 
man. State age, ence and 





expected. Address “H. G., 
pe i Act, New York. 


TRAVELING SALESMAN, 25 
years old, with 6 years’ experience 
as jobber salesman, would like to 
connect with reputable manufacturer 
Jan. Ist. Reference upon —— 

ARD- 


ng a 








IF YOU ARE DESIROUS of 


Business Opportunities| *°*: 


CALIFORNIA—Two responsible, 
aggressive salesmen with best refer- 
ences want connection with manu- 
facturers looking for profitable re 
resentation on commission basis in 
ifornia. Offices: Los Angeles 
and San Francisco. Address “H. 
C.,” Harpware Acz, New York. 





buying, selling or exchanging a 
stock of hardware we can be of 
great service to you on account of 
our intimate knowledge of these 
matters in every section of the 
United States. Address “H. B. G.,” 
care Harpware Acz, New York. 





CASH FOR YOUR BUSINESS 
OR REAL ESTATE—I bring buy- 
ers and sellers together. No matter 
where located, if you want to buy, 
sell or exchange any kind of prop- 
erty or business anywhere at any 
perce, write me. Established 1881. 

eferences. Address John  B. 
Wright, : Successor to Frank P. 
Cleveland, Real Estate Expert; 2166 
Adams Express Building, Chicago, 


~ 
ae 
eae 





FOR SALE—A d and up-to- 
date hardware stock located in a 
flourishing Western city, population 
,000; good reasons for selling. Ad- 
dress “A. H.,” care Harpware AGcz, 
ew York. 





MODERN MANUFACTURING 
PLANT, located: in Eastern Massa- 
chusetts, well equipped to produce 
hardware and ‘implements at low 
cost, also to handle jobbing grey iron 
foundry work of Al quality and a 
wide range of woodworking, would 
like to employ its surplus capacity 
to mutual advantage by getting: in 
touch with parties having work of 
this nature to — on a contract 
basis. Personal inspection of ca- 
pacity and facilities is invited. Ad- 
dress “D.. J.,” care Harpware AGE, 
New York; 








HARDWARE BUSINESS FOR 
SALE—Located in Cincinnati, O., 
for twenty-five years and still doing 
business in general hardware, iron 
and steel. Business will be sold in 
order to settle an estate. For par- 
ticulars address G. P. Bassett, fr.» 
743 Oliver Building, Pittsburgh, Pa. 





_ FOR SALE—Stock of hardware, 
implements, furniture and undertak- 
i invoicing $10,000 to 
$12,000. is is a first class stock 
and has been doing a business of 
$40,000 to $60,000 a year. Lo- 

gated country, fine 
climate and best water in the world. 





HARDWARE STORE corner to 
let. Established 18 years. for 
may phone Bergen 3868 W. 

rite Geo. H. Wenner, 269 Ocean 
Ave., Jersey City. 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
zone. For particulars address “H. 
ae care ARDWARE AcE, New 


York, 
() 











VERLOOKED 
AGAIN |! 
ae 
L A. ATTENTION PLEASE 


COPYRIGHT 1914 WILSON E RICKERT ALLENTOWN. PA 


Ask for Free Samples of 


e 9 . + 
Rickert’s Collection Pictures 
(25 different designs) 

They are a new, smooth, simple, ef- 
fective method that gets the money 
from delinquents. Poster Stamp 
style, printed in dazzling colors on 


— paper. . 
asten them to statements and your 
money comés. 
Illustration shows sample of one. 
WILSON E. RICKERT, 
Allentown, Pa. 


















Hardware Age 
Book: Department 
offers its services in selecting 


and supplying technical and in- 


dustrial books to our readers 


239 West 39%th Street 








Terms cash. Write owner hn S. 
Fletcher, La Jara, a. 


New York 
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Want Talks 


‘Hitch your wagon to a star."" The 
philosopher who said this put the 
thought in expressive form, but he 
wasn t the first or the last to have the 
idea. The fellow who aims the highest 
hits the highest, if his gun is strong 
enough. He certainly won't hit any 
higher than he aims. : 


It's just about the same in hardware. 
If you aim for a big position, you will 
probably get one; if not, there's no use 
in praying that a big position will grow 
small enough for you. 


But let’s take your individual case. 
Isn’t it about likethis? You're plugging 
away with all your energy, trying to ad- 
vance yourself in the estimation of the 
boss. He appreciates your work and 
ambition, and now and then he shows 
it, but a bigger position doesn't seem to 
be even in the distance. It is simply be- 
cause all the big positions in your firm 
are already filled by capable men. 


Get after. a ‘teal job. ‘What if it is 
away from home?» Show your mettle 
by making’ good in a‘new community. 


Now listen!’ Here’s the tip. The- 


Opportunity Exchange of HARDWARE 
AGE is the great market place for hard- 
ware men. Read it and you may find 
just the position you want. If not, an 
ad. of your own costs only fifty cents, 
with two more for each word over 
twenty-five. Don’t be afraid to aim 
high,—to “Hitch your wagon to a star.” 
You'll find the Opportunity Exchange 


makes mighty good harness. 





Saving 
Pennies 














SS «buying cheap 
files means 
wasting dollars 
paying expen- 
sive workmen. 


You can’t ex- 
pect your men 
—be they ever 
so good—to 
turn out accur- 
ate work and 
turn it out fast, 
if you don't 
give them the 
right sort of 
files to work 
with. 


And this is a 
case of the best 
being none too 
good. 


Issue Cruci- 
ble Steel. 


Delta 
Files 


and be sure that, 
as far as file effi- 
ciency goes, you’ve 
done éyerything to 
put your shop ° in 
the forefront.’ 


Order from your 
jobber’ or from us 
direct, but have 
your starekeeper 
look for this trade- 
mark, 


Ly 
A 





DELTA 


It safexuards 
the interests 
of thousands 
of file users 
everywhere. 


DELTA 
File Works 


Philadelphia, Pa. 





Chicago Office: 
62 E. Lake St. 


New York Office: 
260 West St. 
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7 The Mail Order Bugaboo 


does mot worry the 
dealer who specializes the 
QUEEN WASHER. He 
can easily convince the 
buyer of the reater 
money value in this ma- 
chine. It’s so different, 
simple, easy, durable. Full 
of good talking points— 
selling points. 


Hand or Water Power. 


Get Samples and be 


convinced. 


1. 2. ESOL L 135 Maple Street 


Reading, Pa. 














Counter-Sunk Caster 


The “Acme” combines utility with quality, adaptability 
with durability. It’s a great roller. 

The “Acme” is made in many styles and sizes, in 
all have the easy- 


many finishes, for many uses—and 
ro hollow steel ball. 
Send for catalogue and let us quote prices. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agent J.C. MeCARTY & CO., 29 Murray St.,'New. York City 





No More Trouble in 
Handling Screen Wire 


MILLNER’S WIRE CLOTH RACK 


Saves space, time, stock and 
sells the wire. 

Rolls are easily placed in posi- 
tion for use. 

Rack holds 18 rolls for ready 
use and 18 stock rolls. 

Holds any length in any place. 

Takes a floor space 31x36 in 

On ball bearing casters. 

Makes a first-class rack for 
handles, etc., when wire season 
is over. 

Neatly finished and well built. 
PP. apes $10.00 f. o. b. Miami, 


Shipped K D Weight 100 
pounds. 

We can make shipments from 
either Miami, Okla., or Ft. 
Srhith k. 





Millner Wire Cloth Rack Company 


ami, Oklahoma 


, AF 
SOLD BY ALL JOBBERS 











BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices. 
The Bicycle Step 
Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 

















SCHROETER’S No. 100 


POTATO GRATER 


Will Grate Perfectly, Easily 
and Satisfactorily 
Horseradish, Cocoanuts, Potatoes, 


Cheese, Bread, Crackers, Turnips 
and Vegetables of all kinds. 


This Grater is being sold to Hotels, 
Meat Markets, Lunch Stands, Res- 
taurants, Bakeries, Confectioneries 
and Private Families. 


It sells at a REASONABLE PRICE 
within reach of all. 


We manufacture 6 larger sizes 


. If interested, write for prices 
yu and catalogue. 


SCHROETER BROS. HDW. CO. 


Manufacturers and Distributors 


717 and 719 Washington Ave. ST. LOUIS, MO. 














will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfez. Co. 


2410 N. 10th St. 
St. Louis Mo. 























The “‘Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 


the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 






does for your 
customer. i 
what it will do for 
you! 


Hill Dryer Company 
316 Park Ave. 
Worcester, Mass. 

















HARDWARE 
SHELF BOXES 


For the 
Retail 
Trade 


Send for 
Price List 


THE A. Hi. GREEN CO., ™ fev" 




















~= 
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American Steel & Wire Co. 


MANUFACTURERS OF 











Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 


CHICAGO 
NEW YORK 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 








IMPROVED 


TWIN LAWN SPRINKLER 
Gives Best Results—Distributes Perfectly 


Most practical and effi- 
cient sprinkler on the 
market. Made of zinc 
and brass lined. Non- 
corrosive. Sold thru 
leading jobbers. 

Write for descriptive illus- 
trated folder of Thomp- 
son’s lawn sprinklers and 
sprinkler heads for perma- 
nent systems. 


Thompson Manufacturing Company 
2435 East 8th St. Los Angeles, Calif. 











Perfection Extension Ladders 
‘‘The One Man Ladder” 


Lightest and strongest ladder 
made, averaging only two 
pounds to the foot. 

Sides made of the best quality 
spruce lumber with hickory 
rungs. Fittings of the best 
malleable iron. 

Write for prices and our Gen- 
eral Catalog of Tinners’ Hard- 
ware and Roofers’ Supplies. 


BERGER BROS. CO. 
Office, 229-231 Arch Street 

Warerooms and Factery, 100 to 114 Bread St. 
PHILADELPHIA 











TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 





All other manufacturers now make Ball- Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 




















T may seem impossible that wire 
could be shaped like the human 
hand, but if you could see our 
“Pennsylvania Fruit Picker” it would 
prove to you that this Picker is so 
much like the Human Hand that it 
shows at once the utility of the arti- 
cle. As a Fruit Picker it has no 
equal. It is made of heavy Wire and 
Galvanized after made, and can be 
easily adjusted to any pole. 


THE LOW PRICE AT WHICH IT 
IS SOLD brings it within reach of 
those who have little fruit to gather, 
as well as those who have large quan- 
tities. 
PRICE PER DOZEN, $3.00 
It will gather Apples, Peaches, Pears, etc. 
MANUFACTURED ONLY BY 


Edward Darby & Sons Com mpany, , Inc. 


245 Arch Street PHILADELPHIA, PA. 









“THE CUSTOMER” 
Is Always Right 


"THAT sentence is the basis of our 
absolute guarantee which covers 
every 


F. & N. Lawn Mower 


that you sell. We ask no “‘whys” and ‘“‘wherefores”’ 
should the buyer complain. We're willing to shoul- 
der the responsibility. 

In quality as well as design, finish and mechanical 
construction, & ” on a lawn mower always 
denotes the most improved up-to-date. Our latest 
“hg? fie self- adjusting ball-bearing device that 

‘‘fool-proof’’ and constant-cutting insurance—is a 
miaaty big factor. May we explain in detail? 


F. & N. LAWN MOWER COMPANY 


RICHMOND, INDIANA 














Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and. Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 

















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 
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Caldwell Sash Balance 


{ Does away with weights 
and cords, and is VASTLY 
more durable. 

{| Makes sashes work per- 
fectly. 

1 Permits greater window 
space in new work, as box 
frames are not necessary. 


1 May be applied to old 
windows without altering 
sashes or frames. 


{| Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 








SCROLL SAW DESIGN 
CATALOGUE 


FREE BY MAIL 


WRITE TODAY 
For Edition No. 1, 1915 


Schroeters Scroll Saw Pat- 
tern and Supply Catalogue 


Of Interest to Every Dealer 
Who Sells Scroll Saw Machines 


Catalogue contains over 200 
miniature illustrations of Scroll 
Saw patterns and all the Scroll 
Saw supplies, such as wood 
mouldings, fancy box trimmings, 
Scroll Saw Machines, lathes, 
tools, ete. 


SCHROETER BROS. HDW. CO. 


717 & 719 Washington Ave. ST. LOUIS, MO. 



































American Steel & Wire Co. 


MANUFACTURERS OF 








American & Griswold 
Bale Ties 





CHICAGO 
NEW YORK 


WORCESTER 
DENVER 


CLEVELAND 
PITTSBURGH 











DID YOU EVER SEE 


Waegner’s KAN T-SUK Calf 
and Cow Weaner? 
IT’S A WONDER 


A rfect humane and effect- 
ive device that sells the whole 
year round. 

The hinge construction of this 
article allows th f and cow 
to graze in the same pasture, 
ye effectually prevents sucking. 
t is easily ne. Once used 
always used. KANT-SUK 
ers have no equal. 

€ e a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 


Wean- 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 


All the leading jobbers carry them in stock 














STRAIGHT AWAY LAWN SPRINKLER 


NO. 1 





Perforations 


from the end of 

e hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, III. 
Wm. P. Horn Co., Pacific Coast Representative, San Francisco, Oalif. 


Throws all the onene owe 
the hose. Can be held in 








The Idea of METAL CEILINGS 


is toadd to the 
artistic effect 
or reduce the 
cost of build- 
ing. 

Our Large 
Catalog Tells 
How. 

Write for é. 
Pattern suitable 
for 
ali butidings. 
‘““ENAMETILE”’ equals tile and costs much less. It is sanitary, 
durable. This catalog, free, too, tells all about it. 


New York Metal Ceiling Company, °**x¢\S'yocu cler 




















TOWNSEND WIRE STRETCHERS 


If there’s one form 
of implement. that 
gives more trouble 
around the farm 
than any other, it’s 
the old unsatisfac- 
tory wire stretcher. 
hote. you a... 2 
cus ra or- 
der of wi 





‘Plug No More Screw Holes’’ 


“Once A Screw Hole, 
Always a Screw Hole’”’ 


“Made of Brass and Everlasting’’ 


Stine Screw Holes will become a staple like nails, 


screws, and tacks when the public knows they can 
be had, and where to buy them. Our advertising 
helps you sell them; once they are sold, they ad- 
vertise themselves. 


Simple, practical, durable, salable. 
mounted sample. 


Write for free 
We want to convince you. 


Stine Screw Holes Company 
DECATUR, ILLINOIS, U. S. A. 
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ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 


W. H. MORLEY & SONS 
Imperted Pocket Knives, Scissors and Razors 
WADE & BUTCHER’S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 








CENTRAL BRASS & STAMPING CO. 


PEORIA QUALITY PRODUCT Y} ILL. 





**HANDY”’ FOUNTAIN SPRINKLER 


Not very big—Costs very little 
But it sprinkles as much ground as the big ones 


Sprinkles only to’ the 
front and sides. 

No need of shutting off 
the water to change its 
position. 

Heavy Brass, 4% in. long, 
2% in. high. 

Highly polished and 
packed six in a display 


box. 
It will supply your demand for a low priced, efficient sprinkler. 
A sample, postpaid for 20c. will convince you. Send for catalogue. 





Patented 1909 

















American Steel & Wire Co. 


MANUFACTURERS OF 








Telephone & Telegraph 
Wire. Electrical Wires 


of every description 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 








NO SUBSTITUTE 


CAN BE HAD FOR THE GENUINE 


HERMAN COUPLING 


Patented 





Wrought Brass, No Sand Holes or Flaws; Hence Saves 
Half the Claims for Leaky Hose. 
Full Waterway. Deep Corrugations. Double Knurled 
Nut. Finished Inside and Out. 

Look for the Name “Sherman” on the Nut. 


MADE ONLY BY ° 
H. B. SHERMAN MFG. CO., Battle Creek, Mich. 




























“DUPLEX” 


PATENTED 






We are advertising seventeen 
distinctive individual ‘Duplex’ 
selling points to thousan of 
farmers. 

The Duplex Lamp was de- 
signed to do two things: 

1. To ng the farmer the 
best possible vehicle lamp. 

- To give to the dealer the 
biggest possible profit. 

Write us now for prices and 
discounts and full descriptive 
matter of the “little giant of 
the night.” 





Embury Manufacturing Co. 
WARSAW, N. Y. 





Protect Your Own Reputation 


"Gs a B' 


CEM Ey Accets eltiinmmb(ciael ets 


always gives satisfaction, which is a guar- 


antee to aete dealer that iste will have no 
rele) sale backs. ' ste stetevel tae ales nettings 
of our manutacture. 


The Gilbert & Bennett Manufacturing Co. 
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OLEMAN LAMPS 


FILL THEM ONLY ONCE A WEEK. 
CLEAN THEM ONLY ONCE A YEAR. 


Here’s the strongest, safest, simplest lamp 
of them all. Gives less trouble—is easiest 
to operate—no wicks to trim—no chim- 
neys to clean—no danger—can’t spill— 
can’t explode. 


THE AIR-O-LITE 


is a brass built (heavily nickeled) ee = lamp. 
Makes and burns its own gas. urnishes 3 

candle power of bright cheerful mellow, eye-resting 
light at only one-third of a cent per hour. Sells 
on sight. Is guaranteed for 5 years. Big profits 
for dealers, Write to us or your jobber for 
special proposition. 


Coleman Lamp Company 


WICHITA, KANSAS ST. PAUL, MINN. 
TOLEDO, OHIO DALLAS, TEXAS 


—— 
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| Goodell Mitre Box | | Eureka Copper Hammers 


Made of STEEL—Cannot Break 


are sure sellers 
to machinists 
and engineers, 
because su- 
perior to steel 
hammers for 
many uses. 
Will drive work 


For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 


Write for new 
Catalog B, de- to place with- 
scribing this out marring. 
and many Furnished with or without handles. Sizes: 1 to 16 Ib. 
other features. Let us supply you direct. Circular and Trade prices 


GOODELL sent on request. : 
MFG. CO. THE EUREKA COMPANY 


Greenfield, Mass. NORTH EAST, PA. 





















THE ROBERTSON Make Money— 
“Horseshoe Magnet - Save Money 


Trade Mark Reg. U. S. Pat. O 








and you will always have money. 
If you are a mechanic and work- 
ing for yourself or in some one 
else’s employ your success de- 
pends upon your pleasing the 
person who is actually paying for 
the work you are doing. The No. 1 
Fire Pot enables the user to do 
more and better work than can 
be accomplished with any other 
make. It will help to please your 
employer and therefore help to 
keep you steadily employed mak- 
ing money to save. Try it. You 
will be pleased and _ satisfied. 
Jobbers will supply at factory 
— Send for catalog—it’s 
ree. 


Hammer 








The best magnet hammer 
It holds the tack 


Write for illustrated price list. 








ARTHUR R. ROBERTSON, Sole Mfr. No. 1 Fire Pot Clayton & Lambert Mfg. Co. 
144 Oliver S | Boston, M i 
. vege the “Horseshoe Magnet” Trade Marks. sage , PmapeNy Mheten LA A A 























Combination 2-foot e 
Folding Boxwood Rule with Level | | Lhe Business End 


8 inches long when folded 

of a floor or cabinet scraper is the blade. Every 
BOTH AS RULE AND LEVEL A PRACTICAL TOOL, single scraper knife that goes out of the Fox 
Something entirely new. factory is a superior article. We'll quote you 
. ) 7 prices on scraper knives of every kind, size and 
shape. Our prices are no higher than where 
they manufacture knives in big quantities with- 
out that careful workmanship. 


Your Carpenter Trade Will Know. 


FOX SUPPLY CO., BROOKLYN, WIS. 


Dept. H. 








pena a eae " 





MEASURING TAPES 
BOXWOOD RULES 
SPRING JOINT RULES 
STEEL RULES 


THE furnmn pruLe (0. Neo 
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NY 





LES ee 
“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 
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Patterns Free 


Our Volcano Chimney Top Mount- 
ings fitted with any old hood will 
not work right. 


The patterns for hood to be used 
with our mountings are furnished 
free with all orders for 
mountings, whether ordered 
from your jobber or us. 

No other chimney top has 
such a hood. It CREATES 
suction in the stiffest breeze. 
6 to 12 inches. 

Don’t wait till they are 
needed in a hurry. Get 
prices and order now. 


IWAN BROTHERS, Mfrs., South Bend, Ind. 


















This Pocket 
DEALERS Tool Kit 
will find Sirtonies Gift 


KLEIN TOOLS 


ARE GOOD SELLERS 
It’s because they are good Tools 


Write for Catalog 


Mathias 
Klein 
~ & Sons 
Canal 
Station 
21, 
Chicago 























“UNIVERSAL” & “LION” HEEL PLATES 


Are Big 
Sellers 


Made of Best 
Malleable Iron. 
Full Size and 
Weight. Made 
in 6 Sizes. 





WRITE for PRICES 
Also on 


COBBLER OUTFITS 


Shoe Lasts and 
Stands, Riveting 
Machines, Corn 
Shellers, ‘etc. 


THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO 














The largest line of Tool 
Chests, Tool Kits, Tool 
Outfits and Tool Cabi- 


nets 


“Made in America” 


Write for circular of 

our Little Wonder 

Tool Kit No. 60, a 

TSR oes |} great Holiday trade 
—SEND FORACAT— *, seller. 

ILLUSTRATION OF N? 104-52 ToOLs 





A PLAGE FOR EVRY THING, AND; ° 
RY THIS; 71-73 Murray St. 
ASK EACH Cu 
UT 1fASH CUSTOMER IF ug HAS ‘ New York, U.S.A. 

















Berger’s World | Veusiioneie 
Made with either Metal 
Hood or Glass Top. 


Built on scientific prin- 
ciples. 


Mechanically perfect. 


Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the largest 
factory. 


Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 
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Prompt Shipments on Receipt 
of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burrs, Cop- 
Condatter Pipe, Copper ; ‘Crimped Sheet, Copper ; ; oy = 
Trot ugh, Copper; Elbows, Copper; Gaskets, Corrugat ted Cop 
Hammers, pper; Mitres, Copper; Nails, ‘Cop es “oo A 
per ; Roll a gag Shoes, Copper ; Sheets, pper ; ring 


pers ; es, P per. 
if your er needs are listed above, write 


oe oe? Copper "CO Brass oliiner Mills 
G."HUss EY & Pittsburgh. Pa. 


MAUI 





| EE | 














American Steel & Wire Co. 





MANUFACTURERS OF 





American Wire Rope 
and Aerial Tramways 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 











Withstand Winter Weather 


Snows and blows and everything else that goes with ‘‘a hard 
winter’’ cannot drive nor drift past the sidelock and overlap 
of Cortright Metal Shingles. This stormproof feature is one 
reason for the country-wide success of CORTRIGHT METAL 
SHINGLES. 

It is an argument you can use to good effect in selling them. 
We have a live proposition to make to dealers. Se us 
your name and address on a post card and let’s get busy 
for our mutual profit. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 
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“WALL OILERS” 


positively insure you against kicks 
and comebacks. Each is carefully 
made of the best materials and fully 
guaranteed for 5 years. They won't 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of — the bottom out. 

Styles and sizes for wean’ possible 
requirement—all the same high qual- 
ity in design, material and workman- 
a each backed by our guarantee. 
_ Get prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 

















DIXON’S 


b GRAPHITE 
PIPE JOINT 
COMPOUND 


; Plumbers, Steamfitters, Engineers will give you a 
good trade on this compound. Ask for Dealers’ Price 
List and Pipe Compound Booklet No. 54. 


Made in JERSEY CITY, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


DOs ESTABLISHED 1827 D> 














American Steel & Wire Co. 


MANUFACTURERS OF 








Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





<< 


CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 

















Real Improvements 


in these B and C Monkey Wrenches. That’s 
why they sell. Bars are forged from open 
rth steel with oval front and back, givin 
additional stock and strength. Screw is o 
solid high-grade steel. Handle, Frame and 
Bolster are one piece, powerfully braced, They 
make good on the job where others fail. Write 
for prices. 


Bemis & Call Hdw. & Tool Co. 


SPRINGFIELD, MASS., U. S. A. 


a 
$ 

















100-MILE RECORD 


for dirt track was made by Tom Alley at 
Minneapolis, Oct. 24, 1914, in a Duesen- 
berg car. He used 


RAJAH SPARK PLUGS 


This follows up many victories during the 
season by Mulford, Hughes, Tetzlaff and 
DePalma, and proves the superiority of 
RAJAH Spark Plugs for any purpose. If 
you are having spark plug trouble, write to us. 


RAJAH AUTO SUPPLY CO., Bloomfield, N. J. 

















ARMSTRONG 
COMBINATION 


PIPE KIT 


1 No. 2 STOCK 
%-1R WITH 
BARD BUSHING 

1 PIPE CUTTER 

1 JUNIOR VISH 

1 STILLSON 
WRENCH 

PUT UP IN HARD 

WOOD CASE 


Manufactured by 


THE ARMSTRONG MFG. CO. 


290 KNOWLTON ST. BRIDGEPORT, CONN. 
NEW YORK 














rest 
chisel holder, the ‘‘Per- 
ection’’ is capable of a 
range of work. 


Star Specialty Mfg. Co. 
227 West Erie St., Chicago, U.S. A. 











AXES 


The “Axe 
Through 
Iron’’ is the 


best made. 
MANUFACTURED BY 


Romer Axe Co. 


DUNKIRK, 
Write for Catalogue 
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Make Yédis Sesse the Headquarters for 


Gifford-Wood Co.’s Ice Tools 


Creamery Owners, Dairymen, Butchers and Farmers all cut 
Ice and want Tools they can depend upon 


Sold Under Our Guarantee of Quality 
GIFFORD-WOOD CO., Hudson, N. Y. BSié2So 





“GEM” Nail — 


The famous “Gem” is 
mounted twelve on a hand- 
some counter card. 


Write. 


H. Cc. cook Co. 
nsonia, Conn. 


ee 


You fish for the fun 

of fishing—of course . 
6 e- go to the dealer who’ shows 

the “Sign of the Leaping Dolphin.” 

In city, town or camp the “Leaping Dolphin®* 
means “Fishing Tackle that'sFit for Fishing.” 
Send us your dealer’s nameand we'll mail you 
our new 224-page catalog. Write forcatalog H. 


Abbey & Imbrie, 18 Vesey St., New York 
Established 1820 








Ld og 











O. LINDEMANN & CO. 


ee 


Established 1863 
35-37 Wooster Street, New York 


Papeete re 


Manufacturers of 


BIRD 
CAGES 



















G25 BEST BLOCK TIN KEY — ——-—— 
yo - on MAPLE WOOD BODY HIGHLY POLISHED 
LINING 












ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
. TRADE MARK MALTESE CROSS (AS PER cur) 


BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF F LEARIRON,OROTHER INFERIOR METALS, TINNED OR WICKELED. 


U 
JOHN SOMMER FAUCET CO. 355 Centra Ave New 


QUALITY PLUS 








Very Unusual Strength are two strong features of Bur-Nor All Steel 


Hatchets. 
The High Carbon Steel Blades are oil tempered and the handles are 


No. 120 Half 





strongly reinforced. 


Burgess-Norton Mfg. Co., 


May we send prices to-day? 


Geneva, Ill. 











New Haven Oyster Knife 
ROBERT MURPHY’S SONS CO. 


Ayer, Mass. 


aur areren THE VERY LATEST 
HANGERS’ KNIVES MAKERS" bargains in the way of hardware stores are 


offered for sale in the “ Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 














—Az abselute guarantee with every bar of selder— 


ALUMUNITE 





Aluminum Selder & Refining Oo., Syracuse, MN. Y. 
$2 per bex of 4 bars. . 


ALUMINUM—SOLDER 


Diseounts te Dealers 


Company 


WOBURN, MASS. 


Bay State 


a 


MOP 


Mfrs. of all kinds of mops. Yacht and hard wood floor 
mops a specialty. Black antiseptic mops treated with 
oil of cedar, cherry polished hids., $45.00 per Gross. 


Send for catalogue and prices. 




















HARDWARE STORE 
BUSINESS METHODS 


5Xxh EDITION; REVISED AND ENLARGED 











A book filled with suggestions and rules for the guid- 
ance of Clerks, Buyers, Salesmen and Managers. Methods 
used by prominent merchants are described in detail. 
227 pages, illustrated, cloth. 
Price $1.00 Delivered. 





David Williams Company 239 W. 39th St., N. Y. 
4 


Bale IN 
MA RE 


UNI) 





No other ammunition ever 
Write for catalog, prices a 


nd 


ined greater popularity. Our sales have increased in leaps and bounds. 
co-operative selling plan. Do this today. 


You should be getting your share of this trade. 
G Street, Swanton, Vt. 


a 


ROBIN HOOD AMMUNITION CO., 
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oe por anon 1914, » BROS 
| Guarantee of of Cae : RO 


Manufacturers of a com 


MILLBURY. MASS. —_———Ougaags oe er ete 
YOU CAN’T AF BORD EYELET-TOOL CO. | 


TO BE WITHOUT THE 


No tive dealer is without it. The demand is increas- 
Ing every day. Write for Catalog and Circulars 


Ford Auger Bit Company, Holyoke, Mass. 


rRNA RR ES 


High Grade ASK FOR 


Hand Cut Steel Stamps | | (.§ (1, Lpyals 


- Alphabets and 
Figures 


THE SCHWERDTLE STAMP CO. 
Bridgeport, Conn. 














Manufacturers of Punches and 
Sets (Hand Drive and Foot Power) 
for Leather, Cloth and Metal. § 
Puneh Tubes. Punch and Dies. § 
All kinds and sizes made to order. 
Write jobber. Booklets free. Es 
tablished 1858. 


40 Lincoln Street Boston, Mass: 



































Union Factory 
Pine Meadow, Conn., VU. S&S. A. 











———y | 

: 

THE GHAPIN- STEPHENS (0. 
| 














What Do You Make That A Tell us, and we will gladly offer sugges- 


tions as to efficient methods of securing 


Hardware Store Can Sell ? the co-operation of hardware merchants. 
HARDWARE AGE, 239 West 39th St, New York 

















La Line of Models, Variety 
of finishes Vibrator and Motor 





eS ee 























Pag 66 99 . 
Porter’s “New Easy” Bolt Clippers Driven ‘Types 
All —— All parts interchangeable. Jaws Special Steel. Trade. Quick eA - 
g Sellers. Good profit. Write for prices. 
H. K. iBicrwnttecng iinet, Chien. American Electric -s.. State and 64th Sts., Chicago 
Ragga Ip 
Turn back a few pages and read the A Aberoutly - ells 
“Opportunity Exchange” — columns. able, neat Dog Col- 
Lots of opportunities there too good og gr ee 
to miss. Hardware stores wanted with short, hand- 
and for sale. Help Wanted and the ae — i ens = ie Metal ‘Dintiiin.-tech 
Help” you want. Nickel or Brass "““Sgera Falls Metal Stamping Works | 
Plated. Manufacturers of Hardware Specialties 
_ Ask for Catalog Niagara Falls, N. Y. U. S. A. 
20-H. §-71 














“VICTOR” BOLT CLIPPER | | KFFP 


Send for Catalog. You can get the latest prices from 


PO STED THe Iron Ac (hey anepa 


HARDWARE LISTS, 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 


























ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 239 W. 39th St., New York P 
PLIER S Lineman’s Pliers made In three sizes—6, 7 and 8 Inch Established 1826 
USE 
NIPPERS and High Grade Tools 
for Mechanics 


PUNCHES C.S. Osborne & Co. 


Send for Catalogue Heads Polished—Handies Biue Finish NEWARK, N. J. 
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SAMSON CORDAGE WORKS Iron Fenee 


rr | Gates | 
MANUFACTURERS OF Ai SASH CORD, CLOTHES 2 PRE CAR “Gate If?) Lawn Vases 
BRAIDED CORDAGE A@geSy LINES, SMALL LINES ravaee” lanl” Raia Settees 


i COTTON TWINES er San MMI Minstl mT TUTTI] sszerat sees 




















ETC. SEAD/OPLATALOG | | bebe Ke ite id 
ta Ss MASS. <THE STEWART IRON aaa CO. = Cincinnati, Ohio 

















The Speedy Stitcher 


Is the Best 
and is made only by 


Stewart-Skinner Co, 


420 Herman St. 
Worcester 
Mass. 


THAT’S AWL 











Jobbers should ask for 
our catalogue of Leather, 
Web, and Rope Halters. 






re. _ANEANERS 


Av Made of heavy Galvanized Sheet 
oe i Steel properly shaped for calf or 
colt comfort, yet not brutal to 
the mother. 
Sold by Hardware & Saddlery 
Jobbers or direct from 


Aug. Holthaus Saddlery Co., St. Louis, Mo. 












E. T. RUGG & CO. 


NEWARE, OHIO 





















9 
it 5 a regular with the readers of Hardware Age to consult the Opportunity Ex- 


Habit change for opportunities of all kinde—it’s a paying habit too. 
Tell us your requirements—we may be able to suggest something 


that will help you decide what is on your mind. 





Opportunity Exchange 
HARDWARE AGE 
239 W. 39th St., N. Y. 


BROOKS Parker Wire Goods Company 


C Manufacturers of 
Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 
M. S. BROOKS & SONS 
CHESTER, CONN. : 














General and Special Wire, Hardware 
and Household Specialties 
























































WORCESTER MASSACHUSETTS 
ELEVATORS AND DUMBWAITERS 7 == SS 
= ee Se by the gga Trade. 0 ragey dine sian = 
piac position by any carpenter. ; 
CATALOGUE FREE ut amie vie ” ep 
EGIAL WIRE NAILS 
ENERGY ELEVATOR CO. a fg pen Po tyes  aiaraulaes o 
214-216-218 New St., Philadelphia, Pa. d S29 = ) ti 























TACKS *ex" NAILS see BOLTS prints 
Cobblers’ Nails, Bed Screws, Glazier Points Opportunity is waiting for someone in every adver- 
tisement in the “OPPORTUNITY EXCHANGE.” 
SHELTON CO. (Estab. 1836) Better turn back and read these columns. It might 


be waiting for you. 





Y SHELTON, CONN. New York, 96 Warren St. 











Rock Island Autovises 


Number 241 vise is swivel, w apaine 2. 30 pes and is adapted for 
automobile and heavy repair wor Oo. se is same in des 
ing 32 Ib., and is yon Bon, od for the individ 


but is stationary, w 
automobile cwner. se vises" are a combination of vise jaws, 


pipe jaws and anvil. 

F ROCK ISLAND MFG. CO., Rock Island, Ill. 
, END FOR*’NEW CATALOG OF LARGEST AND MOST “ee 

241—AUTOVISE COMPLETE LINE OF ViSHS MANUFACTURED 231—AUTOVISE 
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TUBULAR.AND CLINCH RIVETS 
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~~ 
P TPP ee 


meena eee PNT 


TUBULAR RIVET AND STUD CO. 





Prestige mer 





PERFECTLY 


RIGID FORMED 





Patented March 12th, 1912 


1 at 









a 


<“INTERLOCK  CONDVCTOR-Z 


BE SURE TO SPECIFY “CRIMP EDGE”? EAVES TROUGH and “INTERLOCK’? CONDUCTOR 
PIPE ON YOUR ORDER FOR SPRING SHIPMENT 


Manufactured Exclusively by 


MILWAUKEE CORRUGATING CO. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 








REVOLVING 
PUNCHES 


Made of forged steel with 
improved easy working 
joints, the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee thiem in every respect. 


THE SMITH & EGGE MFG. CO. Bridgeport, Conn., U. S. A. 
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The Classified Directory appears in the first issue of each month 





A 
Abbey & Imbrie.......---++ee-- 101 
Acme Steel Goods Co.......... 33 
Alaska Refrigerator Co......... 17 
Allen, S. L., & Co... .ccccecces 43 
Aluminum Solder & Refining Co.101 
American Chain Co......+....- 36 
American Electric Co........... 102 
American Novelty Co........... 91 
American Screw Co.......++.-+- 23 
American Shearer Mfg. Co..... 29 


American Sheet & Tin Plate Co. 19 
American Steel & Wire Co., 


95, 96, 97, 99, 100 
American Wire Fabrics Co...... 21 
American Wringer Co......... 26 
Anglo-American Co.......+-. cs ae 
Armstrong Mfg. Co.......+.++- 109 
Athol Machine Co......++..ee6- 35 
Athins, EB. C., & Ce.ccccccccvces 107 
Autocar Company.........-+++. 85 
B 
Barnett, G. & H., Co.......... 32 
Bay State Mop Co..........-. .101 
Beers Sales Co......seeeeeeees 35 
Bemis & Call Hdw. & Tool Co...100 
Berger Bros, Co.....e.seeeeee. 95 
Berger Mfg. Co......seeeeeeces 99 
Bicycle Step Ladder Co........ 94 
Billings & Spencer Co.......... 11 
Bishop, Geo. H., & Co......... 24 
Boston Varnish Co........+..++.. 6 
Brooks, M. S., & Sons......... 103 
Brown & Sharpe Mfg. Co....... 4 
Buck Bros...... Sebace ke agkbons 102 
Burgess-Norton Mfg. Co........ 101 
G 
Caldwell Mfg. Co......-es-e-. 96 
Say BEER. Gia sc cine seaccuee< 26, 30 
Central Brass & Stpg. Co....... 97 
Champion Hdw. Co......-.ee+: 31 
Chapin-Stephens Co............. 102 
Chatillon & Sons, John......... 8 
Chicago Hdw. Fdry. Co........ 25 
Clayton & Lambert Mfg. Co.... 98 
Cleveland Stone Co............. 33 
Clinton Wire Cloth Co........ 40-41 
Cate Weeee COs cscs iscsccccss 5 
Coleman Lamp Co............. 97 
Columbian Rope Co............. 9 
Ga, We ts eines kn he cde cs 101 
Corbin Screw Corp............. 20 
Cortright Metal Roofing Co..... 99 
Covert’s Saddlery Works........ 95 
Cyclone Fence Co.............. 21 
D 
Darby, Edw., & Sons........... 95 
De Laval Separator Co.......... 37 
Delta Hiectric Cou... cccsccccess 91 
Delta File Works.............. 93 





Datla Obs accccccedsesacesees 35 
Dennison Mfg. Co.........++.. 33 
Detroit Twist Drill Co.......... 39 
Dexter Company........sseeee. 25 
Dixon, Joseph, Crucible Co...... 100 
E 
Piestio Tip: Ce, ccicdsese sesnsee OO 
Elwood Lawn Mower Co........ 28 
Embury Mfg. Ca... cccsescccoes 97 
Energy Elevator Co............ 103 
Ensign-Bickford Co............. 95 
Enterprise Mfg, Co. of Pa...... 15 
Rie Piciicl is siciesenisans 30 
UES GO os ep acdssiverereesed 98 
petes Tee GA. ivcdns nectvndds 102 
F 
F. & N. Lawn Mower Co....... 95 
Federal Motor Truck Co....... 91 
Ford Auger Bit Co............. 102 
Pom Bene Gece iin oka svccawen 98 
G 
Gifford-Wood Co........seeeee. 101 
Gilbert & Bennett Mfg. Co..... 97 
Glidden Varnish Co............ 35 
eee Be. Gb cckibvicorvwne 98 
eo Sa eee 29 
Coole: BE SA cc icwncsdes Keats 22 
Grand Rapids Show Case Co.... 33 
Grant Mfg. & Mch. Co......... 34 
Green, A. Hi, Ces vkesnss aaves 94 
Geile: BR Gis ccc cvventas ove Of 
Grinnell Washing Mch. Co..... 26 
H 
NY Oe Gs ci deck vovesechs 34 
Reatte A. We GH Rec cccccics 83 | 
Baceell, FO, WeGiicc bs ccikic cee 103 
Hayes Pump & Planter Co...... 28 
SEO BNNs GO oc tt actions escen 98 
eens We Cag OB Ciicdcavcsvcci 43 
See ee Cas Pikes’ écecccccs 94 
Holthaus, Aug., Saddlery Co....103 
oo ee ee Se ere 99 
I 
Imperial Bit & Snap Co........ 96 
SOE: DOE Bis a cesiecidiadess 18 
DUO; DOD Sc cnien ea db kes 99 
J 
jJenntnen, .C.. Th... & O@isiee ianvdac 99 
Jennings, Russell, Mfg. Co..... 98 
Johnson, Iver, Arms & Cycle 
Well: ‘salbéuvcthbtaudaseeacs 20 
Jones of Binghamton, Inc...... 38 








K 
Kastor, Adolph, & Bros......... 97 
Keystone Steel & Wire Co...... 42 
Klein, Mathias, & Son.......... 99 
Katoll,, J. Te ccwcccvcseccsee ‘scan OO 
L 
Lindemann, O., & Co........... 101 
Ludlow-Saylor Wire Co......... 29 
Lefitin Rude Ce. .ccecccccgevens 98 
M 
Martin-Senour Co.....ee.eeeees 42 
Maytag Company....... See bereee 17 
McKinney Mfg. Co...........-- 34 
Milbradt Mfg. Co.....-.se+e-e: 94 
Millner Wire Cloth Rack Co.... 94 
Milwaukee Corrugating Co...... 104 
Morrill, Chae. cocccccccevcccees 103 
Mosler, A; B., COs cccccccceces 2 
Murphy, R., & Sons............ 101 
Myers, F. E., & Bro..........-- 16 
N 
National Mfg. Co.........see0- 46 
Neverslip Mfg. Co........-seee. 38 


|New Jersey Wire Cloth Co..... 97 


New York Metal Ceiling Co.... 96 
Mop Mile, CO. ccvsvesscccosece 31 
Niagara Falls Metal Stamping 
WO ko dnc bases sushasbe dex 102 
Nicholson File Co........++..+: 13 
North Bros. Mfg. Co........... 32 
North Wayne Tool Co.......... 42 
O 
Ohio Stove Pipe & Mfg. Co..... 26 
Oneida Community............. 108 
Opportunity Exchange........ 92, 93 
Osborne, C. S&., & Co. .ccccccecce 102 
P 
Parker Wire Goods Co.......... 103 
Penn. Atlantic Seaboard Hdw. 
is noch 60 nb BGs Abb eseoe 7 
PUNO, Ter misiacecdaccxbusdewans 102 
Portsmouth Steel Co........... 18 
Progressive Mfg. Co............ 23 
Q 
Quality Stove & Range Co....... 15 
R 


Rajah Auto Supply Co..........100 
Reflex Ignition Co........++se+. 83 
Richards-Wilcox Mfg. Co....... 75 





Roberts Mfg. Co.........eeeee. 102 
Robertson, Arthur R........... 98 
Robin Hood Ammunition Co....101 
Rock Island Mfg. Co........... 103 
Reeser ABS Cosidccccccecéscvackle 
Root-Heath Mfg. Co............ 99 
Pee Bi T.5 @ C@ictececnatevsc 103 
S 
Samson Cordage Works......... 103 
Schats Mile, Cec cc cosccccBssnce 94 
Schenck, BM. B., Cicccccccseces 25 
Schroeter Bros. Hdw. Co..... 94, 96 
Schwerdtle Stamp Co........... 102 
Scientific Heater Co............ 83 
Shapleigh Hardware Co........... 1 
Sharon Hdw. Mfg. Co.......... 22 
Sharp Spark Plug Co........... 81 
Sherman, H. B., Mfg. Co....... 97 
Sigseedie BiGe. Ce. < cccccedevevus 79 
Smith & Egge Mfg. Co......... 104 
Sommer, John, Faucet Co...... 101 
Sparks-Withington Co.......... 87 
Standard Chain Co............. 28 
Stanley Rule & Level Co........ 44 
DOR WON ccciwocpesccet 31, 73 
Star Specialty Co..........ee0e: 100 
eet, Te Bie: Gadcae cewicvcis 106 
Stewart Iron Works Co........ 103 
Stewart-Skinner Co............+. 103 
Stine Screw Holes Co.......... 96 
Strong Mchy. & Supply Co..... 27 
Stuber & Kuck Co..........245 96 
Sturges & Burn Mfg. Co........ 16 
pwn, Feet Cink en icceciea 32 
T 
Thompson Mfg. Co.........s0s- 95 
Thomson, Judson L., Mfg. Co.. 30 
Foweeend, FF. cedccvccsccesecud 96 
Townsend, S. P., & Co......00. 95 
Tetedet BEG: CG. 6. ccd ccsccuccs 12 
Tubular Rivet & Stud Co....... 104 
U 
Union Caliper Co........+:. -+. 24 
Union Hardware Co......... too 
Ww 
Wall, P., Mfg. Supply Co..... --100 
Warren, J. D., Mfg. Co....... - 


Western Clock Co.....s.seeeeeee 8 
Wheeling Corrugating Co....... 19 


Whitman & Barnes Mfg. Co..... 27 
Wickwire Brothers......... coos 
Wiley & Russell Mfg. Co....... 34 
Williams, J. H., & Co....-..0+- 20 
Wire Goods Co..... soépeenu secs 
Worcester Mfg. Co......+se0+++ 30 
Worthington Co., Geo...... coos 
Wright Wire Co.........-..+..- oo 
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“ane Every Man 
aie Is a Possible 
| Starrett Customer 


/ No matter what a man’s occupation—machinist, clerk, draughts- 
man, carpenter, or engineer there is some one of the line of 
Starrett tools that will interest him. Here is a good example of a tool 
that interests the carpenter, pattern maker, and the amateur wood 


worker. It is the 


Starrett Scraper 
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It will put a smooth satiny finish on work that the plane leaves rough. It is useful 
on furniture or any fine woodwork. The ball and socket joint permits working in 
cramped corners. Any of the eight cutting edges may be brought Ree ve 


MEMBER OF 


instantly into use by a turn of the joint and by changing the slip- 
on handle. This tool retails for $1.00. 
Send for our big, new free catalog 
No. 20-A which shows our full line 
of mechanics’ tools and gives prices 
and descriptions of them all. 


The 
L. S. Starrett Co. 


THE WORLD'S GREATEST TOOLMAKERS 
ATHOL, MASS. 
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Atkins Hand, Rip | 
C& Panel Saws sree 


A: ATKINS SILVER STEEL HAND, RIP AND PANEL SAWS have the 





name, E. C. ATKINS & CO., etched on the blade to identify the genuine. All 

blades so marked, are made of ATKINS SILVER STEEL which is as fine as 
razor steel. They are given a temper which enables them to be readily filed, yet they 
will actually hold their sharp cutting edges longer than any other saw. That’s one 
reason why carpenters prefer them. The blades are Taper Ground, an exclusive Atkins 
process. They are gfound like an inverted wedge—thickest on the toothed edge and 
gradually tapering to the point on the back. This makes them run free and easy, even 
in wet lumber, because they do not require a heavy set. Made both skew back and 
straight back and with the ATKINS Embossed Perfection Handle and the old style 
straight across pattern. In 26-inch, they list from $20.00 to $48.00 per dozen and retail 
from $1.65 to $3.50 each. They pay a larger legitimate margin of profit than any other 
manufacturer's brand. 








ATKINS NO. 53 


Silver Steel Blade, Atkins Exclusive Damaskeen Finish, Skew Back, Taper Ground, 
Atkins Exclusive Perfection Handle, Apple wood; Atkins Exclusive Embossing. 
No. 65 is same as No. 53, but is made with a straight back. These Saws list from $16.00 
to $32.50 per dozen and retail in 26-inch at $2.00 each. 


VOUDAUEATENTEDERDELEADEAUADEATEUALAUUAUOU ED EOUAAEAUEAHEGAD EAU EAD SAAN AA GHEE EAA EAHA AANA GEA NENA AAA AAA AHA EA EATON GOUEN EEDA EA EOANOOUOOUOGOOUOOUODEOUEOUOAOOUAUEOOEOUNOONDOOUOUOSECONOAEOENINNL 
MUUIMOOOOOOOOOUUMUIIICCCCCOOOOOOOOOOTRNtKKE, 








ATKINS NO. 51 


The blade is similarly constructed te No. 53, but carries a ‘straight across handle with 
Atkins Exclusive Embossing. Lists from $16.00 to $35.00, according to size. 26- 
inch sells at $1.85 each. No. 64 similar to No. 51, excepting that it has a straight 
back. Lists from $18.75 to $47.50, according to length. 26-inch sells for $2.25. 
Any jobber should accept your order and ship with other goods. If not, please write 
to the nearest address below. 


E. C. ATKINS © COMPANY, INCORPORATED 


THE SILVER STEEL SAW PEOPLE 
Home Office and Factory: Indianapolis, Ind. Canadain Factory: Hamilton, Ont. 


Branches carrying complete stocks in the following cities, address E.C. ATKINS & COMPANY, Incorporated 


Atlanta Memphis New Orleans Portland, Ore. Seattle Sydney, N.S.W. 
Chicago Minneapolis New York City San Francisco Vancouver, B.C. 


Messrs. John Shaw & Sons, Wolverhampton, England. Agents for Great Britain 


MMMM 
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ONEIDA 
COMMUNITY 
LTD. 
Oneida, N. Y. 
Please send me 
free window hanger 


as offered in Hardware 
Age Magazine. 


NOTE:—If you desire news- 
paper electros for local adver- 
tising, please indicate here: 
Send me 
Single column electro, or 
| Double column electro 


- when the PATRICIAN serves” 
—Confessions of a Tea Drinker 


NOTE:—Above attractive advertisement appears on back 
cover of Collier’s, Nov. 28. 


It is also issued in easel form for the dealer’s window. 


If you desire it fill out attached coupon. It’s free. 


Se nee 
oat dinette - 
Se ee Ore 

ee ay Stn ln dian 





